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Not enough atten- There ought to be 


tention is paid to the 
fact that the tele- 
phone - using public 
can do much to im- 
prove and speed up te'ephone service. Like- 
wise, that the public can hurt service. It 
is, therefore, encouraging to note that the 
Massachusetts Department of Public Utili- 
ties, in the person of William H. O’Brien, 
its director of telephones and telegraphs, is 
undertaking a campaign to induce the pub- 
lic to use the telephone more intelligently. 
* * * x 

Telephone workers know very well how 
much depends on how the public use the 
instrument. The trouble is that the average 
user never stops to think of this at all. If 
the service is unsatisfactory, he blames the 
equipment or the operator and lets it go at 
that. He forgets—if he ever knew it at all 

that he, himself, is an important factor 
in the transmission and receiving of a tele- 
phone message, and that if he fails to do 
his part efficiently the result will not be 
successful no matter how well the com- 
pany performs its share of the task. 

[It is encouraging to observe that one 
state commission appreciates this angle of 
the situation and intends to show telephone- 
users what to do. 

* * * * 

During the coming months Director 
’Brien plans to make addresses before 50 
business and civic orgafizations urging the 
importance of telephone-users giving more 


He be- 


lieves that the service can be greatly im- 


thought as to “how to telephone.” 


proved if the public exercise a little com- 


mon sense. 


One of his suggestions is that the user 
should talk into the transmitter, not at it, 
when carrying on a conversation or in giv- 
ing numbers to operators. In a statement 
given to the press, Director O’Brien said: 

“A transmitter is the most important part 
of a telephone instrument, and we can all 
he of great assistance in maintaining good 
service ii we only talk into it directly. We 
are asking the telephone company officials 
to do their part in seeing that their em- 
ployes who deal with the public show the 
example to subscribers. 


* * *K x 


“Telephone service is the most vital 
artery of our industrial life, to say nothing 
of our social activities. During the recent 
unusually long hot weather spell the oper- 
ators, on the whole, have done a mighty 
good job. It could have been much better 
if many subscribers—and also many tele- 
phone employes who deal with the public— 
would talk into the transmitter instead of 
to the wide, wide world, which necessitates 
repetition after repetition of the number, 
and of the conversation after getting the 
number. Failure to do this adds a tre- 
mendous burden on telephone service.” 
Director O’Brien says this is the first gun 
in his campaign to secure better coopera- 
tion between public and company, which he 
will continue by appearing before many or- 
ganizations to urge more intelligent use of 
the telephone by the public. The telephone 


company reports improvement already. 


THE PUBLIC’S INTEREST IN TELEPHONE ">t a" 
SERVICE AND ITS OPERATION 


understanding for 
under-paid telephone 
companies out = in 
Nebraska since the recording of a recent 
The 


shows the difference there is between oper- 


occurrence in that state. incident 
ating a telephone plant and the ordinary 
business, and emphasizes the need of ad- 
equate rates. 

Nebraska has a guaranty fund commis- 
sion which takes over the management of 
crippled banks, collects and realizes on their 
assets and makes up any deficit so that all 
creditors are reimbursed. In the course of 
business the commission has found itself in 
charge of merchandise stock, mills, mar 
lets and various other lines of industries 
which it was able to liquidate without much 
trouble—these concerns having been debtors 
to the banks taken over. 

* oK ~ 

Finally the commission took over a bank 
which had a claim against a small telephone 
company that had been operating under too 
low service rates. The company was losing 


money, and the commission closed down 
the exchange without regard to the wishes 
of the subscribers or without consulting the 
state railway commision. 


The 


prompt complaint, and the railway commis- 


telephone-users affected made a 


sion asked the guaranty fund commission 
“How come?” The latter said the answer 
was perfectly plain. The telephone com- 
pany was losing money, the creditor bank 
could not afford to lose any more—hence, 
the finish. . 

commission at 


The state railway once 
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served notice on the guaranty fund com- 
mission that it must reopen the exchange 
and give service to the public, under the 
state utility law, or else defend an action in 
court. 

This was an eye-opener to the banking 
commission, as it was to their business as- 
sociates, who did not know that a service 
company losing money had to get the con- 
sent of the state before putting an end to 
such loss by simply quitting business. 

Chairman Randall, of the railway com- 
mission, however, held that the banking 
board is not immune from the requirements 
covering all other utility owners, and ruled 
that it must either operate the exchange or 
sell it to some responsible party who will 
continue the service. 

* * *k * 

According to both the letter and spirit of 
the utility law, the railway commission is 
undoubtedly right in holding that the pub- 
lic must continue to have telephone service, 
regardless of the financial health of the 
company providing it. At least, that, hav- 
ing agreed to provide it, the company can- 
not quit without permission of the author- 
ity which permitted it to begin business. 

Of course, common sense requires the 
commission to grant any company rates suf- 


ficient to carry on at a reasonable profit; 
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COMING CONVENTIONS. 


United States Independent Telephone 
Association, Chicago, Hotel Sherman, 
October 16, 17, 18 and 19. 

Independent Pioneer Telephone As- 
sociation of the United States, Chicago, 
Hotel Sherman, October 18. 








and if the company asked permission to sus- 
pend service because its income was too 
small, it would be up to the commission to 
see that revenues were increased. 

The Nebraska incident brings out the 
fact that service companies differ from 
other lines of business in that money mak- 
ing is only a part of their program. They 
must also have in mind always the public 
interest. The regulatory commissions rank 
the public interest as No. 1 on their list 
of requisites. Public interest requires good 
service, and adequate rates are necessary to 
insure good service. Both companies and 
commissions should work together to these 
ends. 

* * * * 

Everybody knows that the telephone has 
a high batting average in the league of 
time-savers, but we ran across a new ap- 
plication of the idea in a recent issue of 


“Nation’s Business.”” In an article written 


Vol. 95. No. 8, 


by the purchasing agent of a large corpora- 
tion occurs this paragraph: 

“The salesman of the future is going to 
be a time-saver and a money-saver. He is 
going to use the telephone more. I prefer 
being called on the telephone. It saves my 
time, and I don’t have to fight being ‘in- 
fluenced.’ I will give a man an order over 
the telephone in preference to the man 
who comes in to see me, as much because 
I am grateful to him for saving my time, 
as because I recognize his progressiveness 
in saving his own and his company’s time. 

“That man has already educated me by 


coming to my office and in a quiet, quick, 


‘convincing way explained his proposition. 


Then he has said to me, ‘I don’t think it’s 
necessary to come to see you every time. | 
will telephone you every now and then be- 
tween visits... Every third time or so he 
comes in to be sure that everything is all 
right, to keep up his personal contact and 
to put new propositions before me.” 
There’s a suggestion in this big buyer's 
statement that telephone companies might 
adopt to extend the use of the telephone 
for business purposes. Shrewd salesmen 
will appreciate the advantage of caving 
their customers’ time by using the telephone 
rather than arousing their impatience, even 
personal calls. 


antagonism, by insistent 


Task of “Just Minding Our Business” 


Telephone Industry Takes a Great Deal of Minding to Be Success—Interest- 
ing Views Regarding Some Important Phases of the Industry and Its Future 
Given in Address at the Recent Tri-State Telephone Convention at Erie, Pa. 


President, The Ohio Independent 


When | was a youngster one of the 
things I used to hear the older folks say 
from time to time was: “Mind your own 
business and you will not get into trouble.” 

As I have grown older I have found 
that this homely phrase carried all of the 
truths and the advices and the gocd counsel 
that might be included in a whole library. 
The old folks set us a whale of a task when 
they suggested that we mind our own busi- 
ness. 

It so happens that we in the telephone 
business are responsible for an industry 
that takes a great deal of minding, if it 
is to be the success that all of us are 
striving for. To do what we must do if 
we are to obey that early injunction, we 
must invade the fields of scientific research, 
world finance, industrial organization and 
politics and government, meanwhile occu- 
pying in all its entirety the field of wire 


By J. Warren Safford, 


communication with all that this involves. 

Analysis of our value to society and our 
actual accomplishments is a rather hopeless 
undertaking. I say hopeless here in the 
same sense that it is hopeless for the av- 
erage individual to conceive the true big- 
ness of a hundred millions of dollars. 

We are engaged in handling a job that 
is so big that it staggers the imagination 
when we try to measure or evaluate the 
things that we are making it possible for 
the world to do. The titanic savings in 
money, time and labor resulting from our 
operations are similarly lost to view, just 
as the lofty tops of the Canadian Rockies 
shade off into the distance, leaving you to 
guess at their massive majestic proportions. 

It is lamentable that, like the moun- 
taineer who by reason of his very close- 
ness to these giant mounds loses his awe 
for such wonders, our subscribers and 


Telephone Association, Troy, Ohio 


users, by reason of their easy access to per- 
fected communication service, to a large 
extent lose any feeling of surprise of ap- 
preciation at the things we are dcing tor 
them and making it possible for them to 
do themselves. 

I am not criticizing here the subscriber 
who criticizes us. Since the dawn of man- 
kind the grumbler and the unreasonable 
cuss has been responsible for the continu- 
ity of human progress. I am simply re- 
gretting that the average man and woman 
is too busy with his and her personal af- 
fairs to appreciate the tremendous blessing 


that you and myself have made available 


for this generation. 

The service that you and I sell at a 
very moderate price has changed the his- 
tory of the world. All life and all chang: 
today revolves about prompt and efficient 
communication. No dweller in the most 
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isolated place but participates in the bene- 
fits that have been made possible by means 
of improved communication. 

He may not have a telephone, nor access 
to a telephone. He may live so far back 
in the bush that he has never seen a tele- 
phone. Nevertheless the benefits of the 
telephone have reached him through the 
medium of those who have had to employ 
the telephone in the fabrication and the 
production of the things that he consumes, 
that he reads, or that he employs in win- 
ning a livelihood from the howling wilder- 
ness. 

It is difficult for me to portray, even to 
this group of telephone men and women, 
who above all persons should understand, 
toward my business and my 
to care for it, 


my feelings 
own desire to mind it, and 
to pass it on to my successcr with a feel- 
ing that I have contributed my share in a 
ork of the most sublime purpose and im- 
portance to human welfare and progress. 
What Telephone Business Has Given. 
Through the years I have looked upon 
the telephone business as my meal ticket 
and something more than my meal ticket. 
| have expected it to produce the money 
that I have needed to properly care for 
my family and myself, and to provide the 
comforts that might reasonably be looked 
for in the moderra American 
have expected my financial investment in 
the business to earna fair return, something 
in excess of bank than 
might be anticipated risky 
forms of investment. 


interest and less 


from more 
These things have 
come to me. 

After more than a quarter of a century, 
during which I have given my best thought 
and my best efforts to our company, I can 
sit back at this moment and look every 
resident of our community, sub- 
scriber of our company, squarely in the eye, 
knowing that I have helped him to do a 
little more than he would have been able 
to do had J. Warren Safford or his proto- 
type not been on the job. 

I think my own experience in the tele- 
phone business has been typical of many 
thousands of others. Some have made 
mere money than myself as the result of 
their operations, and perhaps some others 
have made a little less. But as being char- 
acteristic of our industry, and perhaps 
alone among the great industries of our 
country in this respect, may I point out 
that no giant fortunes have been amassed, 
and no tradition of huge wealth estab- 
lished by the men and women who have 
built our vast and. intricate network of 
commuuncation lines. 

If any business has a soul it is the tele- 
phone business. If any business has a 
clean and wholesome background, it is ‘the 
telephone business. In years gone by we 
have had our civil wars within our ranks, 
the scars of which have now been healed; 
but in our warmest conflicts it has been 
the questions of extension, development and 
territory that have been involved, and each 


every 
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decade has seen the general public bene- 
fiting to a greater degree as the result of 
our works. 
To Sell or Not to Sell. 
Some doubts may have crept into some 
of your minds as to what is going to hap- 
pen to the telephone business during the 


next few years as the result of the en- 
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“No Dweller in the Most Isolated Place,”’ 

Declares Mr. Safford, “‘But Participates in 

the Benefits That Have Been Made Pos-— 

sible by Means of Improved Communica- 
tion.” 


trance of a new element into the industry. 
I speak of the purchasing of telephone 
properties through the states by investment 
houses which are primarily interested in 
the sale of securities, and only generally 
interested in the telephone business as a ve- 
hicle t 
market. 

I have had friends who honestly wanted 
to keep their properties, bring up this 
question. They have been fearful that, 
with the explosion of some of the invest- 
ment balloons that have been blown up, 
some kind of general chaos would ensue. 
I wonder if some of those who have sold 


carry some of these securities to 


out have not done so under stress of this 
same feeling. 
upon this subject I feel that I am minding 
my business—that I am not stepping upon 
the toes of anybody who wants to sell or 
anybody who wants to buy telephone prop- 
erty. 

We have studied the changing telephone 
situation at Troy and in Ohio and in gen- 
eral. The owners of our company, of 
which I happen to be one, have held on be- 
cause they believe it to be the soundest 
thing to do. We believe in the future of 
this industry, and we expect to eventually 
make just as much money by maintaining 
our investment where it is as we would 
realize by selling out. We do not feel that 
the game is played out and we are not cash- 
ing in at the present time. 


In expressing myself now 
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I am not at all sure that we will be able 
to sell our property two or three years from 
now for as much money as it would com- 
mand today if we were to put it on the 
auction block. It is not improbable that 
prices may slide a long ways back. We 
do feel, however, that anything else we 
would be able to buy in the way of in- 
vestment would slide back just as far, and 
in the long run we might readily find our- 
selves worse off as a result of selling than 
by staying in. 
find something of a 
thrill in carrying on the work that now 


Furthermore, we 
engages us. We touch everything that is 
new, everything that is old, that is in our 
city. Few things happen in Troy that our 
force and our company does not help to 
happen. 
be a trifle soft-hearted on 


I may some 


subjects, but I cannot find a tear in my 
eye, nor a lump in my throat, when the 
subject of the security holders in some of 
the newer telephone holding company pro- 
motions is brought up. 


I am sorry, of course, that any security 


can be marketed with the word “Tele- 
phone” thereon that is not going to be 100 
per cent good for all time to come. Yet 


when I consider the large amount of effort 
that has been put forth by the legitimate 
operating companies to safeguard and warn 
investors I cannot but feel that any losses 
which may occur would have happened 
anyway, with the sole exception that such 
losses would have been charged against 
mining, rubber or oil stocks instead of tele- 
phone stocks. 
The Old and the Newcomers. 

There is one feature connected with the 
buying and selling of telephone property 
that I cannot fail to mention in this gather- 
ing of telephone folks from three of the 
greatest states in the Union. This is the 
passing from our midst of so many of the 
good fellows with whom we have been as- 
sociated during many years. 

It seems to me that this decrease in our 
number calls for a still closer friendship 
between those who remain. To some ex- 
tent we are the guardians of the old In- 
dependent telephone tradition. It is up 
to us to assist those who are newcomers 
to the business, in getting the right slant 
upon our industry, and upon the problems 
they are facing in undertaking to furnish 
a large percentage of the Independent field 
with communication service. 

A great many of these newcomers bought 
into this business after a careful survey of 
the financial side only. They are strangers 
to the innumerable operating and public re- 
lations situations which offer so many pit- 
falls to those who’are not intimately ac- 
quainted with each local field. 

In Ohio, we have welcomed these new- 
comers into active, participating member- 
ship in the state association, and we are 
trying to assist them in maintaining the 
good will and the friendly contacts with 


their subscribers and users. Nor do we 
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pretend to be entirely disinterested. Any- 
thing that gives rise to friction or misun- 
derstanding anywhere in the telephone field 
is harmful to every operating company 
sooner or later. We are anxious that 
every company operate in such a manner 
that universal good will may be the rule. 

As to the makeup of these new holding 
companies, some of them are good and 
some are very sour, indeed. I have heard 
of some purchases which have been made 
at prices that smack of insanity, or a par- 
ticularly skillful middleman somewhere 
along the line who earned a neat commis- 
sion without thought for principles. Some 
of these prices have made me feel like ask- 
ing the same question as was asked by 
the intoxicated street car traveler. 

This drunken man met a scientist on the 
car one day and asked as to the nature of 
his business. 

“I’m a naturalist,” said the scientist. 

“Wh-whut’s a naturalist?” 

“Oh I go out in the field and study the 
flowers, listen to the birds and talk to the 
animals.” 

“Talk to the anshanimals! 
a skunk?” 

“Yes, frequently.” 

“Talked to shkunksh, huh? Well, shay, 
do me a favor, will yuh. Next time you 
talk to a skunk, ask him for me, what’s the 
big idea?” 

In attending to the business of minding 
our telephone properties in Troy, one of 
the things I have noted with the most ex- 
quisite pleasure has been the gradual ele- 
vation of the Independent telephone busi- 
ness from a lowly and obscure place in 
community affairs to its present high posi- 
tion of assured esteem and respect. 

A few years ago the local banker had 
a pitying smile for the busy telephone man- 
ager. Today he has a warm handclasp and 
a hearty welcome. The brown grub of 
industry has blossomed into the fairy but- 
terfly of finance. The plugging telephone 
man has builded a business structure that 
has become of big money value. 

Employment and Management. 

My opinion is that the World War had 
much to do with this change—in forcing 
us to spend more money for everything 
we needed, and to collect more money for 
that which we had to sell. While the tele- 
phone business has been in existence about 
40 years the American public has _ only 


Ever talk to 


learned to use the telephone extensively 
during the past 20 years. Up to 1915 tele- 
phone service was still in the semi-luxury 
class. At present everyone admits we are 
not only a necessity, but a necessity of 
first importance next to food and clothing 
in the average home. ° 

The changing conditions in our industry 
are most marked in the field of employment 
and management. The war forced us into 
competition for labor with every line of in- 
One big result has 
been that we now compete for the best 
instead of the cheapest class of labor for 


dustry and business. 
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our operating and plant forces. We pay 
enough to obtain competent men and women 
who are capable of carrying responsibility. 

The change in the management field has 
been equally pronounced. I know of no 
business in which executives and operating 
officials were more underpaid than in our 
own up to the years 1915, 1916 and 1917. 
For some reason, the pioneers in our in- 
dustry gloried in laboring for pitiful re- 
muneration. I know of scores of cases 
where the yearly salaries paid the entire 
official families of important companies 
during this early period, came to less than 
the annual earnings of a telephone lineman 
during this year of 1928. 

There is no question that this attitude 
on the part of officers, directors and man- 
agement was responsibile for establishing 
in the minds of the public an idea of cheap- 
ness. The public knew the companies to 
be operating cheaply and it rightfully ex- 
pected to purchase the company’s product 
at an extremely low price. I am happy, 
and I know that you are happy, that the 
new conception of a telephone company’s 
duties and obligations won acceptance in 
time to save us all, including the subscrib- 
ing public. 

Fine Slogan But Economic Error. 

In the years gone by we pictured our- 
selves as public benefactors. Service at a 
dollar a month was a fine slogan but an 
economic error. Without realizing it, we 
were throwing a monkey wrench into the 
wheels of business at large. We were 
working a gross injustce to our employes, 
officials, manufacturers, security holders 
and customers by not collecting enough 
money to pay living wages, fair prices, a 
reasonable return on capital, and to insure 
continuous and efficient service. 


One of the things we have come to ac- 
cept today is the fact that financial and 
operating success is open to every com- 
pany of commercial size at bargain rates. 
The owners of any company can now em- 
ploy the skill and the experience that is 
necessary to place it on the direct path to 
prosperity. In this we have a big advan- 
tage over the early pioneers. 

Starting with ownership that has a gen- 
eral background of common sense and 
good judgment, it is possible to hire engi- 
neering and plant talent capable of bringing 
about superior physical conditions. With 
these established, and an expert telephone 
accountant and a good telephone lawyer 
brought into the organization, the route to 
valuation, reorganization and rate standard- 
ization can be covered in easy and con- 
venient steps. 

There isn’t any hocus pocus or mystery 
about accomplishing things. The 
one big requisite is a willingness to go for- 
ward and undertake a campaign of renova- 
tion that is in the best interest of everyone 
who is in contact with the company con- 
cerned. 

From time to time you will hear some 


these 


Vol. 95. No. &. 


telephone man comment upon the rates 
that some other company is charging for 
service. It may involve a hint or a direct 
charge that the company mentioned is not 
being fair. I am not attempting to discuss 
rights or wrongs of high rates. Of this, 
however, I am certain: the old-fashioned 
company that is holding down its rates at 
the expense of plant, equipment and build- 
ings is being much more unfair and un- 
reasonable than some other company that 
may be collecting for a time an amount 
slightly in excess of its actual needs. 
Service and Plant. 

Wire communication must be continuous 
and of the highest quality today to meet 
the demands of business and residential 
users. Any breakdown in service today is 
so costly that it must be guarded against in 
every possible manner, even though this 
may involve the expenditure of some mil- 
lions of dollars. 

These interruptions are much more ex- 
pensive to the consumer of service than to 
the operating company. The consumer ex- 
pects to pay, and wants to pay, a rental 
that will guarantee him as far as is hu- 
manly possible, against any disarrange- 
ment of his plans and organization conse- 
quent upon faulty telephone service. 

An antiquated telephone plant operated 
according to obsolete policies can be a se- 
rious liability to any community. Any 
group that sets up cheapness as an ulti- 
mate ideal is attempting to reverse the 
trend of things. 

Telephone companies can no longer safe- 
ly furnish the public with the service which 
its directors and officers believe the public 
should have. It must, rather, strive to pro- 
vide the kind and quantity of service that 
the public is demanding. When this has 
been done, the company must insist energet- 
ically upon being paid the full and fair 
price for the facilities and the services that 
it has made available. 

The public has no use for the piker or 
the cheap skate, whether in or out of the 
telephone business. Lack of progress elim- 
inated the cross-roads general store, and 
it will wipe out just as effectively any 
group of individuals that attempts to op- 
erate a telephone plant along the lines and 
the specifications that were standard some 
years back. 

In all likelihood our present equipments 
and methods will be relegated to the ash 
heap 15 or 20 years hence. I am promising 
myself, and I am promising you right now, 
that whatever changes may come with the 
passage of time, I am going to make ever) 
effort to ‘welcome them as they arrive and 
to adapt them to our own system at Troy 
as rapidly as we can pay the price. In 
other words, we want to keep in step with 
the times and not get into the same frame 
of mind as the millinery salesman who was 
traveling out of Cleveland a year or so ag 

A friend met him at the depot one da) 
and his face was drawn out as long 
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“How is business?” asked the friend. 

“Rotten,” replied thé salesman. “You 
know I sell only to lady buyers, and if 
you don’t make love to them they won't 
buy, and if you do make love to them they 
won’t pay.” 

In concluding this talk, may I say that 
this telephone business in some ways re- 
minds me of a perfectly woven fisherman’s 
net, made up of innumerable threads. By 
itself each thread is useful in some meas- 
ure. It can be made to serve a purpose, 
but one that is very limited in scope. Yet 
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when this thread is woven into the com- 
pleted net it becomes important beyond 
anything or any purpose that it might have 
represented as an individual unit. Any 
weakness that it may then develop breaks 
down a much greater structure and defeats 
a larger service than one would ordinarily 
credit. 

To perform the task that confronts every 
one of us in minding our own business, we 
must have courage, we must have convic- 
tion, and we must have firmness of inten- 
tion and purpose. We must be sincere and 
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honest with ourselves and our public. No 
telephone man can afford to own an in- 
feriority complex. 
fied, necessary and important to the indi- 
vidual and the community. It 
made profitable to owners, 
employes and subscribers. 
“Let us remember that yesterday is but 
a dream and tomorrow is only a vision. 


Our business is digni- 


must be 
management, 


But today well lived makes every yesterday 
a dream of happiness and every tomorrow 
a vision of hope. 

Look well, therefore, to this day.” 


Harry B.Thayer Retires from A.T.&T. Co. 


Chairman of Board of American Telephone & Telegraph Co. Retires After 
Nearly 50 Years’Service with Bell System—Began with Western Electric Co. 
in 1881, Became President in 1908, and Rose to Highest Office in Bell System 


Harry B. Thayer, for 47 years con- 
nected with the Bell system and chairman 
of the board of directors of the American 
Telephone & Telegraph Co. since January 
20, 1925, has retired. 


His resignation as chairman of the board 
and a director of the American Telephone 
& Telegraph Co., was accepted August 15 
at a meeting of the board of directors at 
Boston, Mass., and an amendment to the 
by-laws was voted discontinuing the office 
of chairman. 

Jeremiah Smith, Jr., of Boston, was 
elected a director to succeed Mr. Thayer. 
Mr. Smith, an economist of note, was ap- 
pointed Commissioner General of the 
League of Nations for Hungary on May 1, 
1924, and conducted his task of rehabilitat- 
ing Hungarian finances so successfully that 
Hungary was released from League super- 
vision on June 30, 1926. Before that time 
Mr. Smith had been a to the 
Treasuary Department of the American 
Mission to Negotiate Peace. 

The resignation of Mr. Thayer was said 
to be in comformity with plans he made 
three years ago to retire to private life. 

A statement issued by President Walter 
S. Gifford said: 

“After nearly 50 years of continuous ser- 
vices in the Bell system, H. B. Thayer, 
chairman of the American Telephone & 
Telegraph Co., has retired. 

When Mr. Thayer went to work for the 
the Western Electric Co. in 1881, soon after 
his graduation from Dartmouth College, 
that company was doing an annual busi- 


counselor 


ness of about three-quarters of a million 
dollars. He became president of the West- 
ern Electric Co. in 1908. When he left to 
hecome president of the American Tele- 
phone & Telegraph Co. the annual business 
ot the Western Electric Co. had grown to 
about $150,000,000. 

When Mr. Thayer resigned as president 
0! the American Telephone & Telegraph 
C.. ever three years ago to become chair- 
man, it was with the idea of gradually re- 

















Harry Bates Thayer, After Nearly 50 Years 
with Bell System, Retires. Former Presi- 
dent of Western Electric Co. and A. T. & 
T. Co. Chairman of Board of Directors of 
Latter Company for Past 3! Years. 


linquishing his responsibilities to the in- 
terests he had served so faithfully and 
long. Now he feels he has earned his free- 
dom from these business cares. 

During Mr. Thayer’s with 
the Bell system the investment which was 


about 25 millions at the time he went to 


connection 


work in the manufacturing company, has 
increased to over 3% billions. 

Mr. Thayer has always been acquiring 
friends among the younger men, so that the 
best wishes of thousands of his 
associates in the 


present 
American Telephcne & 
Telegraph Co. and its affliated organiza- 
tions are extended to him now, and will be 
his in the years which are to come 

In accepting Mr. Thayer’s resignation as 
chairman and director of the American 
Telephone & Telegraph Co., the directors 
unanimously expressed their high appre- 


ciation of his invaluable services in the de- 
velopment and success of the Bell system.” 

Mr. Thayer’s career coincides within a 
few years with the entire history of the 
telephone. He was born at Northfield, Vt., 
August 17, 1858. He was graduated from 
Dartmouth College in the class of 1879 and 
entered the service of the Western Electric 
Co. at Chicago in January, 1881. From 
that date until June 19, 1919, when he be- 
came president of the A. T. & T. Co., Mr. 
Thayer was continuously identified with the 
Western Electric Co. 

From the beginning, his activities in the 
Western Electric Co. pertained largely to 
the telephone side of that business, which 
even at that time was beginning to assume 
very great importance. After three years 
of faithful work in the telephone field of 
the Western Electric Co., in Chicago and 
the west, Mr. Thayer was transferred to 


New York as manager of the Western 
Electric Co. in that city. 
The performance of his new duties 


brought him into the closest relations with 
the telephone officials of this country, and 
from that time dates his most intimate par- 
ticipation in all of the larger problems 
which have engaged the attention of the 
telephone companies of the United States. 

On February 19, 1902, Mr. Thayer was 
elected vice-president of the Western Elec- 
tric Co. and on March 3, 1908, he 
made, in addition, general manager of that 
company. On October 30, 1908, he was 
elected its president. In February, 1909, he 
was elected one of the vice-presidents of 
the American Telephone & Telegraph Co., 
but continued as president of the Western 
Electric Co. 

When Theodore N. Vail retired as presi 
dent of the American Telephone & Tele 
on June 19, 1919, to 
chairman of its board of 


was 


graph Co. become 
directors, Mr. 
Thayer was elected president of that com- 
pany. He became chairman of the board 
of directors January 20, 1925, and now re- 


tires from the telephone field. 





The Value of Engineering Cost Studies 


Many Factors Which Must Be Considered in an Engineering Cost Study— 
Illustration of Value of Engineering Study—Future Requirements More Easily 
Met by Employing Engineering Cost Studies Before Embarking on Projects ° 


Equipment 


What is an engineering cost study? 

When a person decides to buy a certain 
article, he or she usually inspect various 
makes of the particular article with respect 
to its quality and its cost. Among the 
various factors that will probably influence 
the decision in buying will be the present 
need for the article, its estimated length 
of service, the reliability of the merchan- 
dise, as well as the manufacturer and his 
o1 her ability to extend its normal service 
life by later expenditures for maintenance, 
in the form of repairs, replacement of 
worn-out parts, etc., which can be eco- 
nomically applied to the medium or highest 
price article but not always to the cheapest. 

In making this purchase the man or 
woman has unconsciously, or perhaps con- 
sciously, performed some of the reasoning 
of an engineering cost study. The factors 
used in making the decision to buy in this 
illustration are not, however, all the fac- 
tors considered in an engineering cost study. 

The availability of necessary capital, or 
the annual cost of this capital if it is 
necessary to borrow or otherwise raise it, 
must be considered; also salvage value and 
removal cost must be included in consid- 
ering the depreciation rates. In other 
words, the engineer in addition to giving 
thought to the factors mentioned in the 
illustration, must study all the associated 
details. 

In giving consideration to any project, 
whether it be outside plant extension, cen- 
ral office equipment replacement, additions 
to existing plant or extensive repairs, three 
questions can be asked: 

1. Why do it at all? 

2. Why do it now? 

3. Why do it this way? 

The answer to these three questions in 
the form of a sound engineering cost study 
will justify any program it is decided upon 
‘sc follow. 

There are various branches of the tele- 
phone art where engineering cost studies 
could be profitably made use of, such as 
transmission standards, fundamental plans, 
cable design, type and method of treating 
telephone poles, central office equipment, 
etc. In this article, however, I shall dis- 
cuss briefly a unit of central office equip- 
ment and, by setting up a theoretical prob- 
lem, attempt to show the value of an 
engineering study. 

The problem which I have selected is a 
comparatively minor one, but will perhaps 
more clearly show the value of studies to 


By E. M. Hanson, 


the smaller telephone companies as well as 
the larger companies. 

We will assume a telephone exchange 
building with five operating units of equip- 
ment installed and floor space available for 
a sixth unit. In checking the main dis- 
tributing frame floor space assignment, we 
find that we are seven verticals short of 
that required for six full units. In check- 
ing the availability of floor space in which 
tu start a new line-up of distributing frame, 
we find that we can acquire additional 
space on the first floor by moving out. the 
plant clerical desks. Since the clerical 
force can easily be moved to another room 
and operate equally efficiently, we have no 
hesitancy in requesting its removal. 

We now, however, discover that the cable 
vault is not wide enough to reach the pro- 
posed new line-up, so we have the widen- 
ing of the vault to take into consideration. 
Further study of the present frame reveals 
that quite a number of the trunk cables 
that are 100 per cent underground are ter- 
minated 400 pairs per vertical with pro- 
tection. In view of the feasibility of ter- 
minating trunk cables that are not exposed 
to high current, on terminal strips with- 
out protection, we find that it will be pos- 
sible to terminate these trunk cables 800 
pairs per vertical by using terminal strips 
instead of protectors, thereby gaining one 
spare vertical for every two reterminated. 

Our study, therefore, will be to de- 
termine the most economical plan, that of 
reterminating the trunk cables or widening 
the cable vault and starting a new line-up 
of distributing frame. 

We will first set up the initial or first 
costs of both plans as follows. 


New Reter- 
distributing minating 
First costs. frames. cables. 
Distributing frame.....$ 470.00 ........ 
Protectors (excess)... 3,136.00 ........ 
Cable and cable rack.. 1,500.00 ........ 
Terminal strips (com- 
ee | 
Reterminating trunk 
DE Cee Ego. ee $12,000.00 
Engineering, installa- 


tion and overhead.... 1,255.00 





Total central office 

equipment + +++ +$6,361.00 $12,000.00 
Building rearrangement 

(enlarging cable 

MMS caciuayiwncsee GE dadsiene 


. $9,861.00 $12,000.00 
installing 


Total first costs.... 
Saving by 


new distributing frame 
reterminating 
....-$2,139.00 
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over 
trunk cables.... 


Engineering Department, Iilinois Bell Telephone Co. 


If the study was not carried any farther 
than the first costs, these figures would no 
doubt give an impression of economy in 
installing a new line of distributing frame. 
It must be borne in mind, however, that 
the first cost is not always controlling. In 
other words, “it’s not the first cost but the 
upkeep that is most expensive.” To prove 
this point, we will finish the study by com- 
puting the annual charges. 

New dis- Reter- 
Per tributing minating 


Annual charges. cent. frames. cables. 
A. C. protector 

frame ...........1428§ Geo 
A. C. protectors....12.8 400.00 
A. C. cable and 

cable rack ..... 12.8 190.00 ..... 
A. C. engineering, 

installation and 

overhead ........ 12.8 160.00 

arrangement (in- 

terest only)...... 7.0 240.00 ..... 

C. reterminating 

cables (interest 

i res ee Steers $ 840.00 
Building space..... LORS ....... 
Maintenance (com- 


mon and omitted ) 


Total annual 
CHMCHES 2662500 
Annual savings re- 
terminating trunk 
cables over new 
distributing frame 


.. $2,090.00 $ 840.00 


psargmlen $1,250.00 


It will now be seen that the annual 
charges favor reterminating the trunk 
cables due to an annual saving of $1,250. 
li will also be seen that correct treatment 
and analysis are very essential in de- 
termining the economy of any project. 

It will be noted that interest only has 
been applied against building rearrange- 
ments and reterminating cables. 
these two items do not add to the value 
of the plant and are strictly rearrange- 
ments in every sense of the word, the 
cost cannot be capitalized and no taxes. 
isurance, depreciation, etc. can he 
charged against it. Interest is the only 
charge, therefore, that can be made an- 
nually against these expenditures. 

3uilding space, or rent, has been applied 
against a new distributing frame. This 
has been done because additional floor 
space will be required both for the en- 
larged cable vault and the additional lin 
of distributing frame, and no building can 
have space in it that is not costing the 
owner an annual expenditure for taxes. 
insurance, depreciation, interest, adminis- 
tration, etc. 


Since 


By computing the total area 
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the 
annual cost of the building by the total 
area, a fair annual cost per square foot 
can be obtained. By multiplying the addi- 


in square feet and dividing total 


tional space required by the cost per 
square foot, the annual charge for build- 
ing space can be determined. 

Maintenance has been considered com- 
mon as it was assumed that the new 
frame would be adjacent and parallel 
with the old frame; and since only seven 
verticals would be added, the small 
amount of extra time involved in main- 
taining the two line-ups would be offset 
by the necessity of opening a trunk with 
a soldering iron for testing, etc., on the 
trunks reterminated on terminal strips. 

All the factors used in a cost study 
will, of course, vary some due to local 
conditions. Operators’ wage levels may 
be higher or lower in some sections of the 
country than in other sections, and like- 
wise with maintenance labor. The cost 
of central office equipment will vary with 
the manufacturer; also tax and insurance 
rates are not always the same. Neverthe- 
less, in spite of the variations, the results 
cbtained from an_ unbiased _ correctly 
analyzed cost study will invariably answer 
the three questions: 

1. Why do it at all? 

2. Why do it now? 

3. Why do it this way? 

And, as clearly as is humanely possible, 
it will point out the proper course to 
follow in planning and building for the 
future. 

Much could be written about each of 
the various factors entering into annual 
charges, and how, in the course of a study 
they are evaluated, but space will not 


permit. The several factors, however, 
are these: 
Rates used 
in study, 
per cent. 
L. Cest OE MMO isc cciccscces 7.0 
SSE iateae ccaeseeuss haan sien 2.0 
3. Insurance ...........cesessees 0.1 
ee ee ee 3.7 

12.8 


wal 


Current maintenance. 
6. Administration. 
Operating costs. 


“I 


Finally, the underlying thought which 
cannot be over-emphasized is so to plan 
the plant that, as far as practicable, it 
will serve for its full life, and require no 
wholesale changes such as the abandon- 
ment of large portions of equipment. 
While the type should be based on the 
best estimates available for future growth, 
it must be borne in mind that the most 
carefully designed plant based on the best 
estimates of future growth, will not 
always meet the ultimate requirements of 
flexibility. 

The chances of a comprehensive plan 
not meeting future. requirements can, 
however, be reduced to a minimum by 
employing engineering cost studies as a 
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guide before embarking on projects in- 
volving the expenditure of large sums of 
money. 


Keeping Up With Growth of City 
Means Reconstruction. 

The building of eight new apartments 
between Fifteenth and Seventeenth and be- 
tween C and G streets in the city of Lin- 
coln, Nebr., has compelled the Lincoln Tel- 
ephone & Telegraph Co. to do considerable 
reconstruction work and to install addi- 
tional cable capacity. 

This is an illustration of the demands 
that come upon a company in growing 
communities, the cost of which is not con- 
sidered by the public when it is discussing 
rates. The principal items included in the 
project provide for additional underground 
cable of 1,200 pairs running from the main 
to G street. 

The company is also undertaking addi- 
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tional reconstruction by removing consid- 
erable open-wire lead that serves sub- 
scriberes in the Havelock area. Additional 
cable, poles, crossarms and equipment will 
be placed. The company is also doing 
considerable work in Lincoln of a recon- 
structive character by reason of joint 
usage of poles. 


Telephone Facilities to President 


Coolidge’s Summer Camp. 

In order to insure President Coolidge the 
greatest privacy during his vacation this 
summer near Brule, Wis., telephone lines 
only were run to the lodge. Telegraph lines 
were not extended to the lodge but reached 
only to Brule, six miles away. 

Fifteen telephone wires connect Superior 
and Brule with outside points and a private 
board telephone exchange was established 
in the Superior Central high school, which 
was selected as the “Summer Capitol.” 











work. 


to us and to the people who 
week’s work, we are going to 

Not only people holding 
started right. 


together. 
pin seemed to say: 
| worst. 


being held over until Tuesday.” 


So— 





MONDAY 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, Iowa 

Twice in the course of each week we should be very sure of ourselves— 
sure of our ability to do the week’s work right, whatever it may be—on Mon- 
day morning, when we start fresh, and on Saturday when we close the week’s 
I believe God made it easy for us by putting Sunday in between. 

On Monday, if we rise early enough so that there will be no need of a 
scanty breakfast, and a hurried, flurried exit from home, we will feel, as 
we swing briskly along toward our work, the steadying pull of duty teamed 
with an urge to perform to the limit of our ability. 

If Monday starts right, and it is sure to if we do not allow ourselves 
to be caught up and controlled by a swirl of adverse circumstances which 
we might have easily avoided, the rest of the week is likely to be satisfactory 
employ us. 
feel that we have earned a Sunday repose. 
office positions feel the urge to get the week 
This morning—Monday—as I was on my way to the office, 
I noticed one of the nicest looking lines of washed clothing I have ever seen. 

The person who did that washing evidently did a thorough job of it. 
An unhurried job, too, although she had a long line of clothing all hung 
and drying in the sun before the heat of the day was on—seven-thirty. 
must have gotten up early so as to get her washing dry before the day got 
smudgy with soot from nearby chimneys, and dusty streets. 

She had her breakfast, I feel sure, as the clothes line was drawn taut, 
and that takes a good, healthy pull and grip. 
according to a system as every article of clothing after its own kind was hung 
And every piece hung neatly, evenly, and securely. 
“T surely have a good grip on you; let the wind do its 
The Missus won’t have any work to do over.” 

And I thought, “That woman got her week started right. 
night I can imagine every article of clothing ironed as particularly as it was 
washed, and put away carefully where it habitually belongs. 
aside of other duties belonging to other days because of that Monday washing 


I said to myself, as I went on down the street, “That washing should be 
an incentive to everyone who sees it to do a better job in his own line 


“Now. I get me on to work, 
| I pray the Lord I may not shirk. 
If I should die before tonight, 
I pray the Lord my work’s all right.” 


And on Saturday, the close of the 


She 


And she must have worked 


Each clothes 


3y Tuesday 


No 


setting 




















Here and There in Telephone Work 





Notes for Maintenance Students; 


Generation of Electricty. 
By Joun A. BRACKEN. 

The dynamo, or as it is most commonly 
called, “a generator,” is one of the im- 
portant pieces of electromagnetic appara- 
tus used in telephone practice. In pre- 
vious notes, sources of E. M. F. were 
dealt with which always tried to cause 
current to flow in the same direction from 
the terminals, and which remained approxi- 
mately of the same magnitude. We will 
now consider a voltage of just the op- 
posite character: that is, one which re- 
peatedly changes its size and direction in 
accordance with a definite scheme. 

If by any special device a wire is re- 
peadedly moved backward and forward 
in front of a magnet, an electric current 
would be obtained which would change its 
direction with each alternation of the di- 
rection of motion. This would be the 
simplest form of an electrical machine 
serving for the transformation of mechan- 
ical energy into electrical energy. 

A motion backwards or forwards and 
up and down is called reciprocating mo- 
tion, and is generally avoided from a 
mechanical point of view. A rotating mo. 
tion is much more preferable, for it is 
easy to construct a generator with con- 
ductors which rotate; this, therefore, is 
the usual method of construction. 

A very common form of generator con- 
structed on this principle and extensively 
used in certain types of subscribers’ sets 
and in some small exchanges, is what is 
called a magneto generator. In this a 
group of permanent magets in the shape 
of a horseshoe are so arranged as to 
produce powerful north and south poles. 
These magnets are called field magnets, 
and the space between them is called the 
magnetic field. 

To obtain a very short air gap for lines 
of force in the magnetic field, the per- 
manent magnets are provided with pole 
pieces of soft iron having a circular bore. 
Between the pole pieces is placed a shaft 
attached to a cylinder, (technically called 
an armature) of soft iron punchings con- 
taining specially prepared slots in which 
is wound fine insulated copper wire, one 
end of which usually terminates directly on 
the shaft, and the other end on an insulated 
pin passing through the center of the 
shaft. 

The armature and shaft are supported 
by bearing plates of non-magnetic metal 
(usually brass) fastened to the ends of the 
pole pieces and upon which the armature 
may be easily rotated. The insulated pin, 
passing through the armature shaft, presses 
against a metal strip attached to but in- 
sulated from the bearing plates. 


By magnetic induction the armature also 
becomes a magnet, with a north and a 
south pole. The armature, however, does 
not become a permanent magnet, but 
serves for transmitting the lines of mag- 
netic force between the horseshoe mag- 
nets. By means of a suitably toothed 
wheel gearing, the armature may be rotated 
around its horizontal axis in the uniform 
bipolar magnetic field. Whether the arma- 
ture is rotating or not, the lines of mag- 
netic force always keep in the same direc- 
tion, from the north to the south pole of 
the horseshoe magnets. 

When the armature is rotated in the 
magnetic field—that is, makes one-half 
revolution—the cutting of the lines of 
force give rise to an induced E. M. F. 
On the second half of the revolution, the 
cutting of the lines of force is reversed 
with respect to the conductors of the arm- 
ature winding and the induced E. M. F. 
is in the opposite direction. This may be 
explained as follows: 

During the first quarter revolution of 
the armature, the lines of force thread- 
ing through the winding are gradually 
diminished at an increased rate, and the 
induced E. M. F., depending on the rate 
of change of the lines of force through 
it, increases in magnitude with its direc- 
tion. 

During the second quarter of the revo- 
lution, the lines of force thread through 
the opposite side, which is equivalent to 
a further diminution of the line of force 
through it, the rate of change and the 
E. M. F. decreasing until at a half-revo- 
lution the induced E. M. F. is zero because 
the armature wires is neither within the 
influence of the north or of the south 
pole of the permanent magnet but are 
exactly as far from the north as from the 
south pole. Therefore, at this moment, 
no E. M. F. at all is induced in them. 

When the armature passes from this 
position, the wires which before have been 
embraced by the north pole, come now to 
the south pole and vice versa; thus the 


direction of the induced E. M. F. is al- 


tered. The current flowing in the arma- 
ture, then, is always an alternating current. 

The abbrevation for this alternating 
current is “A. C.” 





Time of Day Service Now Avail- 
able to New York Subscribers. 


New Yorkers are now able to pick up 
their telephone and receive the correct 
time. “Time of day” calls are answered 
from a newly-established centralized Time 
Bureau and may be made at any time, from 
any telephone in New York City, by call- 
ing “Meridian 1212.” 

Some time ago time of day calls were 
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answered without charge. It became neces- 
sary to discontinue this practice, however, 
because the tremendous yolume of free 
calls interfered seriously with the regular 
work of the switchboard operators, while 
the costs entailed a material burden upon 


_the whole body of telephone subscribers. 


It is apparent, however, that there are 
many people who would find it more con- 
venient to get the time from the telephone 
company than in any other manner. The 
company, therefore, arranged to supply 
this needed convenience, and it was started 
on August 15. 

Provided as an accommodation and not 
to produce revenue, only a nominal charge 
is made for this service as follows: 

One local call is charged message rate 
subscribers; five cents are charged flat- 
rate subscribers and coin box and public 
telephone users; and any call from points 
outside the city is charged at the regular 
toll rates. 

Model Home Has Telephone Ser- 
vice Provision in Every Room. 
A unique steel frame house has just been 

erected in a new subdivision of Pittsburgh, 

which is supposed to show ultra modern 
features of home construction. This home 
is the first of its kind in Pittsburgh. Its 
erection is sponsored by The Pittsburgh 

Press and the Broderick Firesafe Homes 

Association of New York. 

The telephone wiring of this new home 
indicates what may be found in the future 
in the provision of telephone equipment. 
The Bell Telephone Co. of Pennsylvania 
in its wiring for the telephone system 
provided for portable telephones in the 
bathrooms and bedrooms upstairs, and in 
the kitchen, living room and dining room 
downstairs, as well as a stationary tele- 
phone in the entrance. Telephone service 
is, therefore, available in every room in 
the house. 


Study of Long Distance Bills 
Offers Suggestions for Business. 
By Frank H. WILLIAMs. 

Where to build up more long distance 
business for the telephone company some- 
times seems like quite a problem. And yet 
there is a definite, specific method by which 
prospects for this line of business can be 
disclosed each month. Here’s the idea: 

Before the long distance bills are sent 
out each month, classify them according to 
the business represented following the 
same plan in which business houses are 
classified in the back of the directory. 
Then make a comparison of the bills for 
each classification with the firms listed 
under that classification in the directory. 

For instance, compare the automobile 
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dealers’ bills with the dealers listed under 
that classification. And when making this 
comparison put down the names and ad- 
dresses of those among the dealers who 
have but small long distance bills for the 
month or no long distance bills at all. Do 
the same sort of thing with the various 
wholesale houses. Then with the leading 
department stores. Then with all factories 
and with all other concerns employing 
salesmen who cover territory outside the 
city or which have offices in other cities. 

This sort of a comparison, then, will re- 
veal the fact that in some of the majority 
of the lines of business classified in the 
directory, there are some which make a 
heavy use of long distance each month, and 
that there are other representative firms 
which might use long distance equally ex- 
tensively but which do not do so. In other 
words, by this procedure it is possible to 
quickly line up a good bunch of prospects 
who could certainly be induced to use long 
distance more freely in the daily conduct 
of their businesses. 

Armed with all this information concern- 
ing the firms in the various lines which do 
use long distance freely and those other 
firms in the same lines which do not make 
a consistent use of it, the telephone com- 
pany representative can go to the various 
prospects and say something like this: 

“I’m from the telephone company. We 
want to see all of our subscribers prosper 
because the more our individual customers 
prosper the better it will be for this entire 
community, and the better it will be for us. 

We've just been going through some of 
cur long distance telephone business rec- 
ords, and we find that in your line of busi- 
ness there are some firms which are using 
long distance ‘service extensively each 
month and getting a lot of business by 
doing so, while there are other firms which 
are not using it at all. They are, apparent- 
ly, passing up a mighty good bet by their 
failure to use long distance. 

Among the firms in your particular line 
which use long distance extensively each 
month are the A. B. C. Co. over on Fifth 
street, and the X. Y. Z. Co. on the out- 
skirts of town. These two firms are con- 
stantly using long distance for the purpose 
of getting in touch with their salesmen who 
are covering outside territory, and for the 
purpose of getting in touch with prospects 
and customers and other people with whom 
they do business. By using long distance, 
they get instantaneous action at a small 
cost. This small cost is more than com- 
pnsated for by the way in which their 
business is speeded up. 

Although you are in the same line as the 
A B. C. and X. Y. Z. companies we 
noticed that you are not using long distance 
vry much, and I thought I’d call around 
tc see if I couldn’t cooperate with you in 
working out a plan whereby you could 
speed up things by using long distance 
more extensively. 

Of course, the more you use long dis- 
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COLD FEET 


By “Buck” 

Bill Jones was so conservative he’d 
never take a chance in this old town 
in which we live, his fortunes to en- 
hance. When Bell invented tele- 
phones, we tried to organize a com- 
pany, but old Bill Jones stayed out 
—he was so “wise.” 

Although the boys invited him to 
get in at the start, he said their 
stuff was just a whim and swore 
he’d never part with all the hard- 
earned shekels which his pa had left 
to him. He said ’twould never make 
them rich; they’d get out on a limb, 
and then somebody would saw the 
limb off at the tree—and at the pros- 
pect he’d “haw haw” in loud and 
fiendish glee. 

But anyhow, I'll tell the world, we 
did incorporate. In spite of jeers 
which Bill Jones hurled, our bus’ness 
soon was great, and soon the divi- 
dends began to show that we were 
right. 

Old Bill, a sad but wiser man, 
commenced with all his might to try 
in vain to buy our stock, but we just 
let him bleat. 

So Bill lost out—twas quite a 
shock—because he’d had cold feet! 














tance, the more we will profit. But there 
is a bigger reason why we are anxious to 
have you make a more extended use of this 
medium of communication—and that is be- 
cause it is the modern, peppy, result- 
getting way of handling business. We be- 
lieve that you can make a splendid advance 
in your business by using more long dis- 
tance and, of course, if you do so the 
entire town and community will profit. 

Won’t you let me be of help to you? 
Consider me as a business-getting efficiency 
expert. I’ve helped many other firms speed 
up their methods of doing business and 
can, perhaps, help you. I’ll be glad to work 
out a definite plan for you whereby 
through the use of long distance you can 
secure more business. Of course, there will 
be no charge to you for this—I’m paid by 
the telephone company to do this—and I’m 
sure you'll want to avail yourself of my 
services right now before I go around and 
try to help other firms in this same way.” 

What alert, enterprising business house 
would turn down such a proposition? Even 
though the concern might think that it 
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wouldn’t use long distance any more ex- 
tensively than at present, it wouldn't feel 
like turning down a free offer of that sort. 
Something worth while might develop from 
it, after all. And when the concern un- 
derstood that the same sort of help was 
going to be offered to all the other local 
firms in its line, it would feel that much 
more like taking up the proposition. Natur- 
ally, the firm wouldn’t want to pass up any- 
thing which might, perhaps, when offered 
to other firms, give them a jump on it. 

By the time all the principal long dis- 
tance non-users or light users of long dis- 
tance service are interviewed along this 
line, it would be a certainty that some of 
them would start using long distance much 
more extensively than ever before. It 
should be added that the greatest success 
in inducing local firms to use long distance 
more extensively will probably be found 
when a regular routine for such use is out- 
lined which should be followed daily. 

For instance, there should be a schedule 
mapped out for each day of the week with 
certain definite long distance calls to be 
made at various hours during the day. On 
Monday morning, from 8 to 10 o'clock, for 
instance, there should be long distance calls 
to distant ctistomers who see the concern’s 
salesmen only infrequently. Monday noon 
there should be long distance calls to manu- 
facturers and distributors to rush delivery 
of goods desired by the concern. Monday 
afternoon there should be calls from the 
concern’s salesmen giving directions for 
rush orders to be sent out by the concern 
to customers. 

Tuesday morning there might be two 
hours of long distance selling to prospects 
ard customers seldom if ever visited by 
the concern’s salesmen. Tuesday afternoon 
there could be long distance calls to pros- 
pects telling about the next day’s visits by 
the concern’s salesmen, urging the pros- 
pects to give the salesmen good orders. 

An intelligent study of almost any large 
firm’s business will disclose numerous ways 
in which long distance can be used to the 
advantage of the firm in increasing busi- 
ness. Each one of these methods should 
be given a prominent place on the outlined 
schedule. Then if the concern uses only 
a few of these methods it will, at least, be 
using long distance more extensively than 
ever before. 

The beauty of long distance is that it is 
specific, definite, immediate, direct. And 
the way to sell more long distance is by 
incorporating the same ideas in selling— 
that is by being specific, definite, immediate 
and direct in showing prospects how they 
can use this branch of the telephone service 
tu good advantage. 

Meeting of Western Indiana Asso- 
ciation at Martinsville. 

The Western Indiana Telephone Asso- 
ciation held its quarterly meeting at Mar- 
tinsville on August 15, with the Martins- 


ville Telephone Co. as host. <A _ confer- 
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ence for operators was conducted by W. F. 
Johnson of the Indiana Bell Telephone Co. 

During the opening session in the fore-- 
noon C, A. Breece spoke on “The Most 
Important Thing in the Telephone Busi- 
ness,” and E. R. Moore, transmission and 
protection engineer of the Indiana Bell 
Telephone Co., discussed problems of trans- 
mission. These talks were of more than 
usual interest and many important factors 
of the telephone service were brought out. 

Following the talk by Mr. Moore, a 
round table discussion was begun and it 
brought forth many problems of a local 
nature that were talked over and, in most 
cases, solved. 

The afternoon session was devoted al- 
most entirely to entertainment. The pro- 
gram was opened with a toll demonstration 
by the Martinsville traffic department and 
the old and new methods of handling long 
distance calls were illustrated. The team 
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presenting the demonstration was in charge 
of Edna Scott and was composed of Mary 
Margaret Richardson, Marie Rowe, Estella 
Kephart, Vernie Lewis, Flora Welch -and 
Kathryn Poling. 

Another feature of the afternoon session 
was the motion pictures showing two 
phases of the telephone industry. The first 
reel showed the manner in which growing 
timber is converted into telephone poles. 
The cutting, grading, creosoting, loading 
and shipping of the poles was shown. 

The second reel dealt with the handling 
of a long distance call from San Francisco 
tot London, England. 

The meeting closed with a delightful trip 
to the Grassyfork fisheries. None of the 
hundred persons was disappointed by the 
tour of inspection of the “fish farm.” 
Through the courtesy of the Grassyfork 
management, Robert Cramer explained the 
various phases of the industry and showed 
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the methods used in producing the millions 
of fish that are annually shipped to all 
parts of the world. 

The entire program of the day was well- 
balanced, containing instruction, entertain- 
ment, demonstration and recreation. Fred 
Preston, manager of the Martinsville Tele- 
phone Co., and host to the association, 
spared nothing to make the day a notable 
one for the association. 


Telephones of Independents and 


Bell Telephone Co. of Canada. 
The Bell Telephone Co. of Canada ex- 


pects to have 700,000 telephones in service 
in Ontario and Quebec by October 1, ac- 
cording to recent reports. The 600,000 
mark was reached less than two years ago. 

Independents operate 134,000 telephones 
ir. the two provinces connected with the 
Bell lines. In 1912 the Independents had 
only 54,942 telephones in service. 


Human Appeal Featured in Telephone Ads 


Actual Photographs Used by United Telephone Co., Abilene, Kans., in Help- 
ing to Put the Company's Message Across to the Public—Long Distance 
Service Emphasized—Much Depends Upon Assistance Given by the Employes 


By Gray LeVitt, 


Public Relations Department, United Telephone Co., Abilene, Kans. 


Something new in the way of telephone 
advertising is being used this year by the 
United Telephone Co., with general offices, 
Abilene, Kans. When the 1928 newspaper 
advertising campaign was being planned, 
it was the purpose of the advertising de- 
partment to create something a bit differ- 
ent from the ads of previous years. The 
happy idea of using actual photographs 
instead of line drawings was hit upon. 

Since the ads have been appearing, the 
company’s advertising department is con- 
vinced more than ever that this new change 
is much more effective than sketches. A 
personalized and .human appeal is created 
which is lacking in the average advertise- 
ment. Many favorable comments have 
been received from editors and others re- 
garding the new series. 

Ads in Every Newspaper. 

Under the present schedule the tele- 
phone advertisements appear in every local 
newspaper in towns served by the United 
Telephone Co., which number in the neigh- 
borhood of 60. 

Primarily, the ‘purpose of this year’s 
campaign is to increase the use of long dis- 
tance service, although a few of the ad- 
vertisements refer to extension telephones 
and station development. 

Copy in the advertisements was cut to a 
minimum. Tests have proved that the av- 
erage newspaper reader seldom notices 
more than the headline of an advertise- 
ment unless vitally interested in the com- 
modity which is described. With this in 
mind, the advertisements were arranged 


so that the pictures would tell a story in 
themselves. 

In view of the fact that 10 per cent of 
the telephone patrons produce about 90 per 
cent of the long distance business, there 
seemingly is a big field open for develop- 
ment of this valuable and convenient serv- 
ice. Two simple phrases, direct and to the 
point, are especially emphasized in this 
year’s long distance advertising. They are: 
“Use Long Distance” and “It’s So Easy 
to Use Long Distance.” 

Educating Not an Easy Task. 

Educating the people to use long distance 
service is not an easy task. It has only 
been a few years back that the general 
public used long distance service only in 
case of emergency. Patrons thought of a 
long distance call in terms of a death or 
accident message. 

A common version was that it was a dif- 
ficult matter to place a long distance call. 
Then, too, there were some who absolutely 
had stage fright the moment they thought 
of talking over long distance telephone. 
Only by persistent education through news- 
papers and personal solicitation have these 
obstacles been overcome to a certain de- 
gree. However, long distance communica- 
tion is still in its mere infancy as figures 
previously given show. 

Too Few Understand L. D. Service. 

Too few business men thoroughly under- 
stand the honest-to-goodness service that 
long distance telephony can render to them. 
When one considers that in a few minutes 


an order of goods can be placed and an 


answer regarding delivery received imme- 
diately, possibly while a patron is waiting 
at the counter, there is no question that the 
customer will appreciate this type of serv- 
ice and will certainly remember it when 
future purchases are to be made. This ex- 
ample is only one of many in which the 
business man can use the long distance tele- 
phone profitably. 

Likewise, calls from homes can _ be 
placed to similar advantage. Numerous sit- 
uations come up every month which will 
call for the use of long distance service. 
Unless members of a household are “sold” 
on the idea of using the telephone when 
these conditions arise, a letter or other 
means of communication probably will be 
substituted. 

Like any other service or commodity that 
is put upon the market, the name and sell 
ing points must be kept continually before 
the buying public. This is where news- 
paper advertising can be profitably used. 
Campaigns conducted in the United or- 
ganization during recent years have done 
much toward opening the door of long dis- 
tance service to patrons. Comments from 
pleased subscribers to their friends have 
also been of much help toward increasing 
its use. Employes, practically every day, 
have excellent opportunities to explain to 
patrons the value of toll service. 

Much Depends Upon Employes. 

While newspaper advertising keeps th« 
prospect reminded of the service available. 
much of the future toll business seemingly 
depends upon the personal solicitation by) 
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employes. Cold type does not have the 

warmth and persuasive power of a face- 

to-face conversation. 
Station development in 


the United 


States is fairly high and it appears that 
one of the big factors which will assist 
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Chinitlii 

For Business . . . 
The personal touch of 
_ the voice may be the de- 
. ciding factor. Save money, 
time and anxiety by talk- 
ing directly to your man. 





For Emergencies 
If quick action is 
necessary there is 
no question— 
Long Distance. 


For Pleasure... 
Know the thrill of 
the voice from home 


Surprise someone with a call today 
Use Long Distance 


Se ene 














materially in a continued growth of any 

telephone company is new business de- 

rived from the use of the toll lines. 
Thus it is policy 


a wise to keep 


the public ever mindlful of the slogan, 
“It’s So Easy to Use Long Distance.” 
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The Call Must Go Through 


Storms may come and wires 
go down---but these loyal men 
and women are standing ever 
ready to make personal sacrifices 
so that your call may go through. 
It is the Spirit of Service. 


Use Long Distance 


Certain Communication » Reasonable Rates 








































BP 


essage 
§ best and most 8 
OF communicati 

Your Voice! —_ 
Too often your 


in the coolness 


natural means 











Personality js submerged 
' of written words, 
Bring yourself close 
Clates by the use of 


Long Distance 


to your absent asso. 








Facsimile of a Few of the Advertisements of the United Telephone Co., Abilene, Kans., in Which the Human Appeal Is 


Especially Emphasized Through Use of Actual Photcgt aphs. 


These Advertisements Appear Once a Month in Every Local 
Newspaper in Communties Which the Company Serves. 








Cooperation in the Telephone Business 


Telephone Industry in United States Has Attained Development Unap- 
proached by Other Countries—Usefulness of Telephone Dependent Upon Spirit 
Animating the Personnel—Address from Oklahoma Association Convention 


By George M. Kloidy, 


Secretary, Nebraska Telephone Association, Lincoln, Nebr. 


It is a pleasure to attend the different 
state conventions, and I make it a point to 
attend whenever it is possible for me to do 
so. The reason I attend telephone con- 
ventions in other states is the same that can 
be given for the telephone companies 
which have representatives in attendance 
here. We attend to obtain new ideas; learn 
new methods, and to profit from the ex- 
perience of others. 

At these conventions, experience meets 
experience; ideas and methods are ex- 
changed, and we learn how others have 
solved the different problems. Leaders of 
the industry are usually present, and they 
point the way and teach us the funda- 
mentals of our business. 

It is here that we meet the manufac- 
turers and jobbers of telephone supplies, 
and learn of the newest things in telephony. 
They are a part of the industry and con- 
tribute greatly to its success. 

The lover of romance and adventure will 
not find in the pages of fiction any narra- 
tive to surpass in breathless interest and 
astounding revelations the history of the 
telephone. The toy of half a century ago 
has grown to be the key to a treasure chest 
whose wealth surpasses precedent. This is 
not merely the accumulation of toil, but the 
joint product of genius and cooperation, of 
opportunities and advantages utilized. 

Today, as people lift the receiver from 
their telephone, perhaps to carry on a con- 
versation with some person a thousand or 
several thousand miles away, using merely 
the ordinary tone they would employ with 
a person in the same room, they give little 
thought to the years of patient effort and 
the vast organization of trained men and 
women that have made this result possible. 

Yet back of this simple act of lifting 
the receiver from the hook and establishing 
communication with any one of millions of 
human beings on our great continent, there 
is a story that would put to shame any of 


the marvels recounted in the Arabian 
Nights. The telephone has played a part 
so vital in human progress that it has 


actually changed the entire course of his- 
tory, and has vastly accelerated the prog- 
ress of civilization, for which the great 
essentials are transportation and 
munication. 

It is not surprising that the telephone 
has in no other country attained, under 
government ownership and operation, a de- 
velopment which approaches that achieved 
under private enterprise in the United 
States. Government departments lack in- 


com- 


centives to seek business. The necessity 
for monetary profit is a stimulus without 
which the average enterprise will not do 
the best work. In governmental under- 
takings this stimulus is wholly absent. 

















“In No Business,’’ Says Mr. Kloidy, “Is 
Organization, Cooperation and Harmony 
More Essential Than in the Telephone 


Business.” 


The United States has about 6 per cent 
of the world’s population, and about 60 per 
cent of the world’s telephones. American 
supremacy in telephone development is 
attributable not only to the freedom which 
in this country is accorded to private en- 
terprise, but to the progressive and co- 
operative spirit of the American people, a 
spirit which has emphasized the human 
element in telephone organization. 

The telephone is essentially an instru- 
ment of personal service, and its usefulness 
to the public is peculiarly dependent upon 
the spirit which animates the telephone per- 
sonnel. A very graceful compliment is 
paid to the American telephone companies 
when it is stated that the telephone service 
in the United States of America is recog- 
nized as the most efficient service in the 
world. Such a result could not be secured 
under a spirit of petty competition, ever- 
ready and eager to throw obstacles in the 
way of another company and to detract 
from the efficiency of its service. 

Consider for a moment the intricacy of 
the present methods of telephone com- 
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munication. Where the first toll circuits 
consisted of a few miles of open wire cir- 
cuits, it would take several pages to de- 
scribe a telephone circuit connecting Bos- 
ton, for example, with Catalina Island or 
Havana. In addition to thousands of miles 
of open wire, there are hundreds of miles 
of cable, either underground or aerial; 
there are loading coils to overcome the 
capacity of the lines; there are repeaters 
tc supply new energy to the conversation 
on its long journey; there are submarine 
cables or wireless links to cross the rivers 
and the sea; and there are innumerable 
equipment devices in the many 
through which the calls must route. 

The wires stretch across deserts and over 
mountains and they are frequently the only 
signs of civilization. When we consider 
that the slightest break in the thousands 
of miles of wire, or in any of the pieces of 
apparatus, would prevent a transcontinental 
conversation, it is a constant marvel that 
a telephone plant can be built and main- 
tained for satisfactory service. 

The work of operating a long distance 
call is also difficult, calling for a high de- 
gree of cooperation, often between a num- 
ber of different companies. Such a call is 
an enormous stride from the early days of 
short toll circuits over which two operators 
could complete a call, whereas for the 
present-day transcontinental connections, 
from 10 to 16 or more operators are neces- 
sary. A call, for example, from Augusta, 
Me., to Catalina Island, Calif., must be 
switched at Portland, New York, Chicago, 
San Francisco, Los Angeles and 
Beach; and the operating methods must be 
carefully worked out and the 
themselves must be expert in order that 
there may be perfect cooperation. 

That sort of a call is a striking illustra- 
tion of the necessity for uniform and stand- 
ard operating methods, and for courtesy 
and cooperation between companies. Con- 
nected as they are in one vast chain, one 
telephone company depends upon the other 
for incessant and efficient service; and the 
acts of one company vitally affect the tele- 
phone industry as a whole. 

The interest of the public and the interest 
of the individual companies are identical in 
the direction of economic and efficient 
service. Sound and effective management, 
therefore, involves cooperation between the 
various companies to produce this result. 

Properly considered, the management and 
operation of a telephone company is a trust 
and obligation to the public which must be 
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The Director 





























IRECTORS are incorporated in the 
largest Strowger Automatic Tele- 
D phone Networks, effecting increased 
flexibility in trunking and consider- 
able economies in junctions and 
junction equipment, and enabling 
existing exchange names to be re- 
tained in practically all cases. 
The functions of the Director are threefold: 
1—To store the call as dialled by the calling 
subscriber, including both the ‘‘Code’’— 
i. e., the numerical equivalents of the 
letters dialled—and the numerical portion 
of the call. 
2—To translate the ‘‘Code”’ for routing pur- 
poses. 
3—To re-transmit the call, with translated 
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‘**Code”’ to the called subscriber. é orients 111 man {erie 
Components of the Director include Rotary Lineswitches, 
Minor Switches, a Strowger Selector, Relays and a Trans- 
lating Field, the latter being specially designed to 
facilitate ‘‘jumpering.”’ 





Automatic Telephone Manufacturing Company, Ltd. 
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xchange Uses Operators 
r Toll Service—Yet it is 
a Money Maker! 


N Two Rivers, Wisconsin, cut its 700 line Strowger Automatic system 
{0 operation, some operators were retained to handle toll, information 
ilar services. The question uppermost in the minds of the telephone 
ws Officials was, “Having to keep some operators anyway, will 
tic operation pay?’ 


cords for twenty months of automatic operation have given the answer 
question. Strowger Automatic operation for Two Rivers during this pe- 
been highly profitable, and will prove even more so as time goes on. 


nlvantage from replacement of the local operating staff is not the only 
ting from automatic operation; in fact, in many cases it is actually the 
portant. Increased rates, justified by improved service; increased use 
ephone and demand for service due to popularity of automatic oper- 
eopportunity it gives the manager to give attention to expansion of 
srather than to employment and training details; reduced depreciation 
ment ; these and many other advantages, judging from the actual earnings 
i similar small exchanges, make Strowger Automatic a profit maker 
fe Operators must be retained for purposes other than local service. 


Automatic Electric Inc. 


Factory and General Offices: 1033 W. Van Buren St., Chicago, U.S. A. 
Sales and Service Offices in All Principal Cities 
EXPORT DISTRIBUTORS 


For Australasia -- Automatic Telephones, Ltd. 
Elsewhere -- Automatic Electric Company, Ltd. 
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fulfilled to the satisfaction of the public. 
And it is vastly to the credit of American 
telephone companies that they have shown 
themselves to be deserving of confidence by 
frank and straightforward dealings with 
the public, and the disposition to put service 
above personal gain. The fact that the 
telephone company is a servant of the pub- 
lic is fundamental. All our efforts must 
be directed toward what will please and 
satisfy the people who are in reality our 
master. 

We must give good service. The only 
test we can apply to any practice or project 
under consideration is to resolve the ques- 
tion as to whether it is for the betterment 
of the service. We believe that the public 
wants the best service we can give, that it 
is willing to pay a fair price for good 
service, and that it does not want anything 
less than dependable service at any price. 

Business No Longer an Experiment. 

The telephone business is no longer an 
experiment; it is a thriving industry, and 
the telephone in the average home is not 
considered—as it was even a few years 
ago—a luxury but a necessity. 

The time has passed when any one, with- 
out any telephone knowledge or experience, 
may string a wire haphazard, hook up an 
instrument to either end of it and give 
service, so-called, to the public. 

In this day and age the public expects 
and is entitled to receive the best in tele- 
phone service; and there are many quali- 
fied telephone men who would be glad to 
cooperate if consulted by the inexperienced, 
thus enabling the new and smaller com- 
panies to properly construct and maintain 
their lines, and conduct the business. 

Unfortunately for the complete success 
of the telephone business, many of the com- 
panies do not cooperate and properly main- 
tain their lines and provide the equipment 
necessary to give good service; and it is 
only too true that very often it is almost 
impossible to transmit calls over their lines. 
Connecting as they do with other com- 
panies, they necessarily form a part of the 
telephone system; yet the service they give 
is so poor as to form a blot on the entire 
telephone industry. This is the worm in 
the core of the telephone business, the 
canker which eats and destroys the work 
of better companies. 

Everything is judged by results, and if a 
call handled by the best-equipped company 
in existence, must be transmitted over the 
lines of one of these companies, the result 
is not satisfactory, and the blame falls not 
where it belongs but upon the industry as 
a whole. The best telephone exchange on 
earth would be more or less of a failure, 
if surrounded by exchanges and toll lines 
that were failures. 

It is the mission of the pioneers of the 
telephone industry and their successors and 
associates among all nations, to build up a 
telephone system extending to every part 
of the world, connecting together all the 
peoples of the earth. This result can only 
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be accomplished by the development of a 
high degree of cooperation, and the culti- 
vation of the spirit of “One for all and all 
for one.” The new note in business and in- 
dustry is that which recognizes the fact 
that to profit at the expense of another is 
to sap the very foundations of society, 
whereas cooperation never fails to benefit 
the giver and the receiver in equal meas- 
ure. 

It is not enough that we cooperate in 
making a success of our own business; we 
should also cooperate to further civic in- 
terests in our community and lend our- 
selves unsparingly to public service. “He 
profits most who serves best.” Commun- 
ity riches are counted in the coin of service. 
Enrich your community and you enrich the 
world. The man who makes no contri- 
bution to community good will is in no 
position to complain if he is made to suffer 
because of ill will. 

Self-interest in national history means 
stagnation, extravagance and corruption 
and final collapse. The same doctrine holds 
good in individual life. To preserve self, 
thought and interest must be projected out- 
side of self. Nor will it answer to simply 
talk about good will and public service. No 
one is fed if farm experts simply talk about 
growing wheat. 

Public service comes into being auto- 
matically in times of stress. Start an epi- 
demic, let loose a flood, launch a war or 
burn up part of a town—and every one 
suddenly finds out that all the people they 
never knew and never cared to know are 
really neighbors; folks with homes and 
hearts and families and with souls that 
breathe and burn with charity and kindli- 
ness; folks who can weep with you, sacri- 
fice with you, stand back to back with you 
and fight to the death. 

Human Interest Appeal. 

Place a girl you never knew and never 
heard of on the top floor of a burning 
building for just five minutes; and a city 
will hold its breath, firemen will risk life 
and limb, men will cry out in the agony 
of suspense and solicitude for her safety, 
and women will weep and faint. But sub- 
ject that girl to the slowly vitiating and 
deadening influence of cramped and un- 
sanitary working conditions, long hours and 
insufficient pay, and the loneliness and 
despair of social neglect, and who will 
stretch out a helping hand? 

The records of telephone companies are 
filled with instances of supreme and noble 
heroism, and it is well that this is so, but 
public service does not consist essentially in 
great or heroic acts, but in the quiet, nor- 
mal relations of every-day life. Every tele- 
phone man should be a specialist in the de- 
velopment and application of this science of 
service. There is no ritual for public serv- 
ice, just as there is no ritual for friend- 
ship. The technique of neither is capable 
of analysis or of being set forth in cold 
scientific formula. But service is a fact, 
just as friendship is a fact, and most men 
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and women have a talent for both, latent 
though it may be. 

To the telephone companies of Okla- 
homa I wish to say—support your state 
utilities association. 

In our modern life, no great results are 
accomplished without group action. We 
have organizations for every conceivable 
purpose, wheels within wheels, up to the 
great and invincible union of states. 

Union and Harmony. 

United effort built the pyramids of 
Egypt, erected the glorious temple of Solo- 
mon, enclosed in walls of adamant the 
Chinese Empire, opened a highway through 
the watery wastes of the Atlantic, leveled 
the forests of the New World, and reared 
in its stead a mighty nation. 

An ancient Roman father who was about 
to divide his estate among his sons had 
them bring to him an armful of fagots. 
He directed the eldest son to break several 
of them, which was done with ease. “Now 
bind the fagots in a bundle,” said the 
father, “and attempt to break them.” The 
boy did so, but the united fagots resisted 
his utmost strength. By this object lesson 
the sire taught the youth the virtue of 
presenting a united front to the difficulties 
and emergencies of daily life. 


That principle is the animating and di- 
recting spirit of your organization. You 
have banded yourselves together in order 
that each individual may lend ‘to the en- 
tire group the elements of strength and tal- 
ent which he possesses, and may in turn 
receive the help, inspiration and protection 
of the whole group. In no business is 
organization, cooperation and harmony more 
essential than in the telephone business. 

Union and harmony are taught us by 
one of the humblest of God’s creatures, the 
busy workers of the hive, who build their 
cells of wax with a precision unequalled by 
the human workman, and store away their 
winter supply of food with unremitting 
diligence. 

Members of this association, the degree 
of harmony and cooperation with which 
you face the work and problems of your 
industry will be the measure of your suc- 
cess. You are bound together for a com- 
mon purpose—mutual advancement and 
mutual benefit. As the spokes of a wheel 
become nearer to one another as they ap- 
proach the hub, the source of motion, so 
may you find in your union the key to a 
broader vision and greater power. 





A. T. & T. Co. Stock Subscription 
Rights Heavily Exercised. 
The American Telephone & Telegraph 
Co. received 265,000 subscriptions to its of- 
fer of $185,863,000 of stock at par to its 

stockholders as of June 1, 1928. 

The number of stockholders on that date 
was 432,000 and the subscription period 
ended August 1. About 78 per cent of the 


subscriptions were made by payment in full. 
Receipts to present time have been slightly 
in excess of $166,000,000. 
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THE OLIVER 
‘TELEPHONE KNOB 
BRACKET 






—easy to install 


STOCK No. 4930 


"THE outstanding feature of the Oliver Telephone Knob Bracket is 

the fact that it is exceptionally easy to install. Most knob brackets 
are not easy to install due to dull threads which are usually cluttered 
with spelter—but the Oliver Telephone Knob Bracket is made with 
sharp clean-cut threads with a uniform galvanized finish, (The “Fas- 
singer Process”) free from spelter and rough spots. This bracket has a 
great many applications and is most popular for use in running twisted 
pairs along the sides of buildings. Straight stem is 5/16 x 2% ins. long. 
Stock No. 4930. Weighs 44 Ibs. per 100 pieces. Compare them with 
other types next time you need Telephone Knob Brackets. 


A Complete Line of Pole Line Hardware! 


Oliver Iron and Steel Corporation 


South Tenth and Muriel Sts., Pittsburgh, Pa. 





‘OLIVER THE LINE” 











Se es ee 








When writing to Oliver Iron and Steel UCorporation, please mention TELEPHONY. 








Recognizing the Other Fellow 


Some Requisites for Providing a Satisfactory and Business-Like Telephone 
Service—Considerate Recognition of Other Workers an Essential Requirement 
for Standard Service—Contentment-Producing Elements in Personal Relations 


It is a good thing once in a while to 
take a day off and sort of stop, look and 
listen—to step out of our work and try 
to get a broad view of it from the outside. 
We have a good many meetings where we 
get together and exchange ideas on our 
work, and I believe it would be interest- 
ing to try and sketch a general perspective 
of how to obtain what we are really after. 

We all agree, I think, that work is the 
source of contentment; and that this must 
obviously occur while we are awake; and 
that it must in some way come from our 
job, because as a matter of fact more 
than half of our waking hours are spent 
on our work. Furthermore, our specific 
job is to furnish a business-like and satis- 
factory telephone service. 

It is pretty clear that we must all do 
our proper share of that job. Just a 
minute on this question of doing our proper 
share: We hear much about the world 
owing us a living; but really the world 
owes no one anything, for it is a great 
storehouse from which we can take out 
about what we put in. No power can keep 
a 50-cent man on a dollar job, for such a 
person, if he is honest, will frankly admit 
that unfairness will absolutely prevent him 
from attaining that contentment he is 
after. 

A proper reward for the service of 
both the employer and employe must be 
provided; this constitutes the true basis of 
sound business; but the reward must come 
out of the product of the industry and 
must be earned and measured by the con- 
tribution thereto; the one who produces 
most will get the most; a poor day’s work 
will give a poor return. 

Now, assuming that we are after con- 
tentment and that it must, in some way, 
come through doing our share of our job, 
let’s analyze the requisites of this job of 
providing a business-like and satisfactory 
telephone service to see if we can discover 
how to obtain this contentment. First, 
what are the requisites of a business-like 
and satisfactory telephone service? 

We hear a great deal about cooperation, 
public relations, and today there is a third 
factor—personal relations. These three 
factors represent the logical, precisely pre- 
sented conclusions of a carefully-conducted 
analysis of the requirements for standard 
service. 

But cooperation, public relations and per- 
sonal relations are not only the means to 
the end—contentment—they are the end in 
themselves. They are like American sports— 


By Mrs. Gladys Aust, 
Chief Operator, Pipestone, Minn. 


real fun, pleasure, and good health. Now 
a helpful association provides good coop- 
eration, public relations and personal rela- 
tions. 

We all just naturally want to be help- 
ful to others; to work with them and play 
with them is the most natural impulse in 
the world. On the other hand, isolation is 
most unnatural, and is, therefore, the 
worst punishment known. 

If our attitude is right, if we have the 
work for which we are best fitted, if from 
within there is a request for proper au- 
thority, and a helpful desire for joint ac- 
complishment, if we enthusiastically get 
together in our work in the same way 
that we get together for any good time, 
then we have developed a naturally helpful 
association that means not only proper co- 
operation, public relations and personal re- 
lations, but also that contentment ‘which 
we are trying to find. 

The essential for which we are looking 
is a considerate recognition of the other 
fellow, and by the other fellow I mean 
any one with whom we associate, be he 
patron, boss, or supervised employe. To 
provide properly for this recognition, we 
must relax from any set ideas of our own 
and step into his position, his surround- 
ings, influences, etc., with an absolutely im- 
pressionable attitude; for the recognition 
that I have in mind is of the broadest and 
sincerest kind. 

It is to be an appreciation of the other 
fellow’s point of view, feelings, hopes, 
fears, abilities, etc-—the real getting into 
his shoes; and it must not be with the 
idea of contradicting and confuting, nor 
with the idea of blindly approving and ap- 
plauding, but in order to consider and 
confer, to learn and to teach. 

If we can really get into the shoes of 
the other fellow, we are practically as- 
sured of that helpful association which 
will lead us to a course of action that 
will overcome many of our difficulties, 
which are more often a state of mind than 
fact. 

A satisfactory financial condition of a 
company is recognized as being as much a 
matter of obtaining helpful association, 
through the maintenance of proper faith 
and recognition among individuals, as it 
is a matter of rates and practices. 

Business is human, not mechanical. Let 
us think of this for a minute: Business 
generally involves people, materials and 
rules which must all go hand-in-hand; but 
the rules, like materials, must be made to 
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fit the people. Rules and discipline are 
essential, but they must be governed by 
an appreciation of the individual’s mental 
process. By all means insist that the 
other fellow shall do his full duty with 
reference to proper rules and discipline; 
but associate this insistence with a word 
of encouragement and confidence in his 
continuing to merit approval and discon- 
tinuing to merit reapproval. 


The cold associations of business as fig- 
ured out by rules, formulas, curves and 
charts are never attained in practice; and 
a more imperfect layout, which recognizes 
the feelings of the individual, always re- 
sults in a more effective and helpful asso- 
ciation. So let us be careful and not over- 
do rules and discipline, for regardless of 
how precise we make the rules of our 
switchboard, lines and practices, of how 
well we may plan our discipline, we shall 
never have the helpful association we are 
after unless we properly recognize the 
other fellow. 

Recognition in both directions must be 
up as well as down the line of organization. 
Our natural instincts for helpful associa- 
tion involve a friendly recognition of the 
boss in service to those under him, but they 
involve the same friendly recognition of 
those under him in service to him. Any 
people organized for any purpose must 
have a leader and recognize their obliga- 
tions to the leader as well as to one 
another. We often criticise others in a 
very thorough manner; but, as to self-anal- 
ysis, a classifying of our own ways of 
thinking, doing and suggesting—that is 
quite another question. 

Another recognition is confidence in as- 
seciates. Those who have faith in each 
other will work together and not quarrel. 
A little natural considerate recognition of 
the other fellow goes a long way, for it is 
very contagious. After all, we humans are 
really a sort of looking glass, we give 
back about what we receive. Recognizing 
the other fellow in cooperation means that 
there are vast, undeveloped resources of 
real helpfulness, ability, and even genius 
among us; that our business needs them 
all. 

What we have in our heads is impor- 
tant, but what we get out is much more 
so; we often need inspiration more tha: 
information—an inspiration to tell each 
other about any part of the work to he 
the other fellow, an inspiration not on) 
to give our job the best there is in us, 
but also to obtain for it the best there is 
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Three pole turn in ulti- 
mate 40-wire toll line of 
=  St.Croix Telephone Co 

= New Richmond, Wis. 
- “P&H” Butt-Treated 


Pé«H Process Poles" 
are Beller 


= —because the distinctive “P&H” method of Butt 
Treatment assures these results :—deeper penetration of 
preservative,—more uniform penetration,—more uniform 
saturation,— greater amount of free oil. 

The “P&H” Guarantee specifies, in writing, a full sapwood 
penetration to a depth of one-half inch—assuring lower per annum 


cost lines. 
“P&H” Service supplies all cedar pole needs—when you want themr 
Northern White or Western Red—Butt Treated or untreated 
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SSS “Still in the Lead” 
LE 
ai PAGE 4x» HILL CO. 


MINNEAPOLIS, MINN. 


Correct method of measuring 


top. Use steel tape. 
New York, N. Y., 50 Church St. Chicago, Ill., 19 So. La Salle St Dayton, Ohio, 854 Reibold Bidg 
Kansas City, Mo., 517 Pioneer Trust Bldg. Omaha, Neb., 734 Electric Bldg 
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When writing to Page and Hill Co., please mention TELEPHONY. 
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ii others. It means that we must not be 
afraid to help the other fellow after 
hours, for the individual who counts his 
hours usually complains about his pay, 
and is a self-elected failure. 


And one more point—when we recog- 
nize, keep and cooperate with the other 
fellow, let’s not brag about it; real team- 
work requires no individual grandstand 
plays. The team score has our individual 
record in it and the facts are bound to 
come out; if we are really there, we will 
be discovered. 

Recognizing the other fellow in public 
relations means a_ recognition of our 
patron’s unconsciousness of how he sees 
only “his telephone” and thinks only of 
“his operator.” His failure to see that big 
figures, big buildings, neat, light offices, 
clean wagons and automobiles, even satis- 
fied employes, seems to conflict with the 
humble spirit desired of us by our patrons. 

In personal relations, recognizing the 
other fellow means recognizing that our 
associates have the same thoughts and 
feelings, likes and dislikes, hopes and 
fears, sorrows and joys, aspirations, weak- 
nesses, mistaken ideas, and other states of 
mind that we have; and let me emphasize 
that there must be a boss—there must be 
leadership and management if business is 
to continue. The boss must do his part 
and not only be approachable but actually 
seek contact with the other fellow and 
really enjoy working with the people. 

Proper recognition of the other fellow 
means a mutual, personal goodwill that 
forbids playing individuals against others; 
it plays no favorites, shows no partiality; 
it is indicated by the friendly nod of recog- 
nition, and a cheerful word. It means our 
associates are giving us a square deal, that 
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good results and bases his promotion on 
these results and not on favoritism; on 
good, honest results from month to month 
and year to year. It means giving credit 
and appreciation where it belongs, in all 
directions, at all times to our associates, 
to our supervised employes, and to our 
boss. 

Then this helpful association which 
seems to be the key to the entire situation, 
comes from a considerate recognition of 
the other fellow—the Golden Rule; it may 
be inspired by the selfishness of the indi- 
vidual for advancement, or the selfish- 
ness of the management for the rewards 
of a businesslike and satisfactory service, 
but it cannot help providing that individual 
contentment that we started out to find. 


May Earnings of Class A Compa- 
nies Show Large Increases. 
Compilations from reports of revenues 
and expenses of 88 Class A telephone com- 
panies as made to the Interstate Com- 
merce Commission for the month of May, 
1928, show gross operating revenues of 
$86,824,080, as compared with $79,173,338 
for the coresponding month in 1927, an 
increase of 9.7 per cent. The operating 
income for the same months was $22,080,- 
170 and $19,451,142, respectively, an in- 

crease of 13.5 per cent. 

The operating revenues for the five 
months ended with May, 1928, were $420,- 
746,943, compared with $388,022,912, for 
the corresponding period in 1927, an in- 
crease of 8.4 per cent. The operating ex- 
penses for the same periods were $275,378,- 
949 and $254,731,102, respectively, an in- 
crease of 8.1 per cent. The operating in- 
come amounted to $106,487,292 and $98,- 
207,793, respectively, for the same periods, 
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1928, 15,171,028 stations in service against 
14,420,092 stations in May, 1927, an in- 
crease of 5.1 per cent. 

Complete data for the following compa- 
nies of this class were not available for 
inclusion: The American Telephone Co.; 
Central West Missouri Telephone Co.; 
Commercial Telephone Co.; Illinois South- 
ern Telephone Co.; Iowa State Telephone 
Co.; Michigan Associated Telephone Co.; 
Middle States Telephone Co. of Illinois; 
Ohio Central Telephone Corp.; The South- 
west Telephone Co.; Standard Telephone 
Co. of Illinois; Tri-County Telephone 
Co.; West Coast Telephone Co. The 
Class A companies are those companies 
having annual operating revenues in ex- 
cess of $250,000. 

Telephone end Telegraph Lines in 
Lithuania; Latest Data. 

According to statistics recently published 
there were 7,135.5 kilometers of telephone 
and telegraph lines in Lithuania on April 
15, 1928, U. S. Vice Consul Paul J. 
Reveley, Kovno, reports. Other figures 
are: Wire, 46.176 kilometers; 15 Just and 
146 Morse transmitting and receiving sets, 
and 11,370 telephones. 

Approximately 1,500 new telephones are 
installed annually and there is one tele- 
plone to every 200 persons. According to 
a project being prepared by the govern- 
ment, telephone call rates will soon be in- 
creased 20-30 per cent. 


Prices in the Metal Markets. 
New York, August 20.—Copper—Firm; 
electrolytic spot and future, 1434c. Iron— 
Quiet; No. 2 f.o.b. eastern Pennsylvania, 
$19@20'%%; Buffalo, $16@17; Alabama, 
$15.50@16. Tin—Easy ; spot, $47.87 ; future, 








they are our friends, and we are theirs. an increase of 8.4 per cent. $46 37. Lead—Firm; spot, New York, 
It also means that the boss is looking for The companies had at the end of May, 6.20c; East St. Louis, 6@6.05c. 
—————_—_- Month of May-—————+-— _---——F ive months ended with May———-, 


Items. 


end of month 


Increase or de- 
crease (*). 


Number of company stations in service at 


Increase or de- 
crease (*). 


Revenues: 
Subscribers’ station revenues 
Public pay StatioN FOVOMUES «6c ccccscccccccs 
Miscellaneous exchange service revenues.... 
DP EE ccncctaaceetadeetacecelas aaeenee 
Miscellaneous toll line revenues 
Sundry miscellaneous revenues 
Licensee revenue—Cr. 
Licensee revenue—Dr. 


Telephone operating revenues 
Expenses: 
Depreciation of plant and equipment 
All other maintenance 
I CE ln cng d/o e AG Obs e ee beneensadan 
Commercial expenses 
General and miscellaneous expenses ......... 


Telephone operating expenses 


Net telephone operating revenues ........... 
Other operating revenues 
Other operating expenses ............-+eee00. 
Uncollectible operating revenues 


Taxes assignable to operations 


Operating income 
tatio of expenses to revenue, per cent...... 





Operating income before deducting taxes.... 


























Ratio, 

1928. 1927. Amount. Pct. 
--ee 15,171,028 14,420,092 750,93 5.2 
$52,858,596 $49,521,605 $3,336,991 6.7 
3,867,034 3,433,741 433,293 12.6 
678,976 605,260 73,716 12.2 
24,483,427 21,400,212 3,083,215 14.4 
2,902,200 2,455,121 447,079 18.2 
1,992,052 1,713,685 278,367 16.2 
1,505,160 2,742,856 *1,237.696 *45.1 
1,463,365 2,699,142 *1,235,777 *45.8 
$86,824,080 $79,173,338 $7,650,742 9.7 
$13,272,181 $12,446,630 $ 825,551 6.6 
13,294,215 12,072,692 1,221,523 10.1 
18,879.309 17,978,920 900,389 5.0 
7,610,104 6,834,591 775,513 11.3 
4,255,549 3,269,373 986,176 30.2 
$57,311,358 $52,602,206 $4,709,152 9.0 
$29,512,722 $26,571,132 $2,941,590 11.1 

$ 6,269 6,059 $ 210 

13,965 10,033 3,932 .... 
533,408 493,067 40,341 8.2 
$28,971,618 $26,074,091 $2,897,527 11.1 
6,891,448 6,622,949 268,499 4.1 
$22,080,170 $19,451,142 $2,629,028 13.5 
66.01 66.44 ae 




















Ratio, 

192§ 1927 Amount. Pet. 
$260,511,683 $245,356,165 $15,155,518 6.2 
18,362,681 17,118,950 1,243,731 7.3 
3,287,179 2,950,314 336,865 11.4 
114,024,392 101,580,888 12,443,504 12.2 
14,249,128 12,111,644 2,137,484 17.6 
10.109.439 8,689,036 1,420,403 16.3 
7,232,417 13,374,566  *6,142,149 *45.9 
7,029,976 13,158,651 *6,128,675 *46.6 
$420,746,943 . $388,022,912 $32,724,031 8.4 
$ 65,553,352 $ 61,134,423 $ 4,418,929 7.2 
62,538,416 57,573,856 4,964,560 8.6 
89,300,609 86,234,677 3,065,932 3.6 
36,984,912 33,545,017 3,439,895 10.3 
21,001,660 16,243,129 4,758,531 29.3 
$275,378,949 $254,731,102 $20,647,847 8.1 
$145,367,994 $133,291,810 $12,076,184 9.1 
tf 36,217 $ 29,260 6,957... 
63,723 30,596 $3,137... 
2,723,129 2,510,258 212,871 8.5 
$142,617,359 $130,780,216 $11,837,143 9.1 
36,130,067 32,572,423 3,557,644 10.9 
$106,487,292 $ 98,207.793 $ 8,279,499 8.4 
65.45 65.65 *20 ... 














Summary of Monthly Reports of Class A Telephone Companies for May, Compiled by Interstate Commerce Commission. 
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Modern Visible 
Record Equipment 


for Telephone and 
Telegraph Companies 





Desk Stand Equipment for Central 
Information Bureau Records 


Outfit Cat. No. No. of Stations 


1000 
1000 
1500 
2000 
2500 


Mt WN 


ELEPHONE officials now 

realize that with visible 
equipment record keeping is 
simpler, more efficient and 
less expensive. For this reason 
visible record equipment has 
come into wider and wider use 
in the more modern and pro- 
gressive telephone companies. 





No. B. 8516 for Ledger 
Records. Contains 16 
slides with 864 card 
holding pockets. 
Height 1614", Width 
1054", Depth 24". 






Here are illustrated three vari- 
ations of this type of equip- 
ment. No matter what record 
is necessary there is a form 
for it. Tell us what records 
you are interested in and we 
will send sample forms and 
assist in devising forms for 
your particular needs. 


No. B. 85-8 for Stock 
Records. Height 914", 
Width 1054", Capacity 
of 432 Cards. Designed 
for systems employing 
light weight cards. 





Telephone 
and Telegraph 
Sales Department 


Remington Rand Business Service Inc. 


451 Broadway New York City 


~ oe 
. 7 
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When writing to Remington Rand Business Service, Inc., please mention TELEPHONY. 














With the Manufacturers and Jobbers 





New Portable Dial Tester of 
Automatic Electric Inc. 

The portable dial tester shown in the 
accompanying illustration has recently been 
placed in production by Automatic E'ec- 
tric Inc., and is available to those operat- 
ing companies wishing such equipment in 
a convenient and portable unit. 

The dial tester proper is the standard 
instrument used on all Strowger 


burgesses, was exemplified recently when 
some 15 members of the council and offi- 
cials, including the mayor, chief constable, 
fire chief, and borough treasurer visited the 
extensive Strowger works of the Automatic 
Telephone Mfg. Co., Ltd., Edge Lane, 
Liverpool, England. 

The primary object of the visit was to 
inspect the company’s latest developments 





automatic test desks, with its 
well-proven accuracy of action 
and sturdy and rugged construc- 
tion. For telephone companies 
which operate a number of small 
automatic exchanges, where’ ex- 
cessive cost would prohibit the 
installation of individual test 
each exchange, this 
portable set will prove a great 
convenience. 


desks in 


Operating telephone com- 
panies converting their systems 
to automatic operation will also 
find this handy set invaluable in 
testing dials on lines prior to 
conversion and before the per- 
manent test desks are set up. 

This portable tester is fur- 
nished mounted on a panel set 














into the carrying case, with all 
connections properly made and 

tested, and with necessary binding posts 
and testing key. Further information may 
be had from the manufacturer, Automatic 
Electric Inc., 1033 West Van Buren Street, 
Chicago, III. 


The Alton Battery Co., Ltd., Eng- 
land, Pays Dividends. 

The dividend on 7 per cent cumulative 
preference shares for the six months ended 
June 30 has been declared by The Alton 
Battery Co., Ltd., Alton, Hauts, England; 
also an interim dividend on 3 per cent on 
the ordinary shares. Both were payable 
August 1. 

Correct Address of Unique Mfg. 
Co., Inc., in Chicago. 

The Unique Mfg. Co., Inc., manufac- 
turers of blow torches, furnaces, portable 
burners and oil-burning equipment, has its 
offices at 221 Whiting street, Chicago. In 
a recent issue of TELEPHONY the address 
of the company in its advertisement was 
given as 113 North Desplaines street, where 
the company was located until January of 
this year. 


Town Council of Bootle, England, 
Visits Strowger Plant. 

The enterprise of the Bootle, England, 
town council and its desire to keep abreast 
of all the most modern improvements which 
make for the safety and well-being of its 


New Dial Tester in Carrying Case. 


ir Strowger automatic telephones for pub- 
lic and private service; fire alarm equip- 
ment, street traffic flashing signals, and the 
well-known Xcel electric domestic appli- 
ances, which in the form of cookers, fires, 
irons, etc., are already in widespread use 
in Bootle and the adjacent district. 


Having witnessed demonstrations of these 
several modern telephone, signaling, and 
electric service appliances, the visitors made 
a tour of both the main factory at Milton 
road and the Victor works at Broad Green, 
the latter being mainly devoted to the pro- 
duction of Xcel cookers, fires and asso- 
ciated appliances, including the latest de- 
velopment in imitation coal fires, with real- 
istic flicker, flame and smoke effect so 
skilfully reproduced as to constitute a com- 
plete illusion. 

Before leaving, the party was enter- 
tained to tea in the company’s well-equipped 
clubhouse, Broad Green Hall, an Eliza- 
bethan mansion, and its members expressed 
their interest and satisfaction with the vari- 
ous products and manufacturing processes 
which had been brought to their notice. 

The example thus set by Bootle’s pro- 
gressive council is one worth following by 
other public bodies. 

Such personal contact with the local in- 
dustries is calculated to broaden corporate 
vision, promote local trade, and assist in 
improving the amenities of the districts for 
the local government of which such bodies 
are responsible. 

Strowger Automatic Telephone 
Extension at Torquay, England. 
An addition to the Strowger automatic 

telephone network at Torquay and Paign- 
ton, S. Devon, England, inaugurated by 
the British post office some three years ago, 
has just been made by the opening on Sat- 
urday, July 28, of a third Strowger auto- 
matic exchange to serve the populous north- 
ern suburb of St. Marychurch. 














Mayor and Members of Bootle Town Council at Strowger Works of Automatic Te!le- 
phone Mfg. Co., Liverpool, England. 
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Where the Bell System’s profit goes 


An Advertisement of the 
American Telephone and Telegraph Company 


THERE is in effect but one profit 
paid by the Bell Telephone Sys- 
tem. This profit is not large, for 
it is the policy of the Bell System to fur- 
nish a constantly improving telephone 
service at the least cost to the public. 

The treasury of the American Telephone 
and Telegraph Company receives dividends 
from the stock of the operating companies. 
It receives a payment from the operating 
companies for research, engineering and 
staff work. It receives dividends from the 
Western Electric Company—makers of 
supplies for the Bell System—and income 
from long distance operations. 








Only one profit is taken from this 
money in the American Telephone 
and Telegraph Company’s treasury. 
Thatis the regular dividend to its stock- 
holders—now more than 420,000 in num- 
ber—which it has never missed paying 
since its incorporation in 18865. 

Money beyond regular dividend require- 
ments and a surplus for financial stability 
is used to give more and better telephone 
service to the public. This is fundamental 
in the policy of the company. 

The Bell System accepts its respon- 
sibility to provide a nation-wide telephone 
service as a public trust. 


When writing to American Telephone and Telegiaph Company, please mention TELEPHONY, 


= 
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Torquay’s link with the past is main- 
tained by the remains of Tor or Torre 
Abby, founded for Praemonstratensians by 
William, Lord Brewer, in 1196. There 
was a village at Torre even before the 
foundation of the Abbey, and evidence of 
Roman occupation has been found in the 
neighborhood. 

The manor was granted by William the 
Conqueror to Richard de Bruvere or de 
Brewere, and was subsequently known as 
Tor Brewer. 

After the defeat of the Spanish Armada, 
Don Pedro’s galley was brought into Tor- 
bay, and William, Prince of Orange, landed 
there on November 5, 1688. 

Until the middle of the 19th Century, 
Torquay was an insignificant fishing vil- 
lage. It was incorporated in 1892, and is 
now a popular holiday and health resort 
with a population of over 40,000. 

The St. Marychurch exchange is located 
in the Post Office telephone exchange 
building, West Hill Road, and has a pres- 
ent capacity for 1,000 lines and provision 
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for ultimate expansion to 2,200. The sys- 
tem is four-digit, with fourth wire meter- 
ing; the first selectors being located at the 
Torquay main exchange. 

The numbering scheme for the Torquay 
area is as follows: 

Torquay, 2000-4999, 

Paignton, 5000-5699 and 57000-57299. 

St. Marychurch, 7000-7999, 

Brixham, 59 D/o Code. 

Phonograms, 90. 

Enquiry, 91. 

Test clerk, 99. 

Records, 0. 

When one St. Marychurch subscriber 
dials another, the first digit is recorded on 
the first selector in Torquay Main, this 
level being connected via a repeater, also in 
Torquay Main, to the second selectors at 
St. Marychurch. Access to all other auto- 
matic subscribers in the Torquay area is 
obtained by dialing in accordance with the 
foregoing numbering scheme. 

For calls outside the area, subscribers 
dial “0,” thereby securing the services of 
an operator who extends the connection in 
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accordance with her verbal instructions. 

The automatic apparatus room is on the 
ground floor, the equipment comprising: 
Five rotary line-switch units each equipped 
with 90 switches; four rotary line-switch 
units, fully equipped; one selector trunk 
board; one special apparatus rack; one M. 
D. F.; one four-bay meter rack; one -fuse 
board; one link frame; one service obser- 
vation rack, and one supervisory rack. It 
was all manufactured and installed for the 
British Post Office by the contractors for 
the original Strowger equipment at Tor- 
quay and Paignton, the Automatic Tele- 
phone Mfg. Co., Ltd., Strowger works, 
Liverpool, England. 

With the cut-over on July 27, which was 
conducted without a hitch, the Post Office 
set another milestone in the march of 
Strowger automatic telephone development 
in Great Britain. Since Torquay and 
Paignton have enjoyed the amenities of 
an automatic service, St. Marychurch sub- 
scribers have looked forward to the time 
when they also would be favored with it. 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Indiana Commission Splits on 
Depreciation Allowance. 

By a divided vote, the Indiana Public 
Service Commission on August 10 adopted 
an order granting in part the rate increases 
sought by the Decatur County Independent 
Telephone Co., of Greensburg, fixing a de- 
preciation allowance of 4 per cent, reducing 
the maintenance expenses of the switch- 
hoard and cutting the salaries of officers of 
the company. 

In the company’s petition, rates which 
would bring a 7 per cent return on a valua- 
tion of $387,000 were sought, together with 
a 6 per cent depreciation allowance. The 
commission’s order increased the rate on 
single business lines from $3.50 to $4.50 
a month and that on single line residence 
telephones from $2 to $3 a month. 

John W. McCardle, commissioner, dis- 
sented with the final depreciation allowance 
and Howell Ellis, to whom the case origi- 
nally was assigned, refused to participate. 


City Council of Warren, Ark., De- 
nies Bell Increase. 

The petition of the Southwestern Bell 
Telephone Co. for an increase in telephone 
rates in Warren, Ark., was disallowed by 
the city council on August 6. 

The decision places the matter in the 
hands of the telephone company, and it 
has not been learned whether the company 
will abide by the decision of the council or 


will take its request to the courts. Opin- 


ion was expressed that the latter course 
would be followed. 

Consideration of the petition was first 
begun on August 3 when a hearing was 
held to which the public was invited. After 
hearing the presentation of the company’s 
petition by W. E. Gosdin, of Little Rock, 
the council voted to postpone its decision 
until August 6. 

The reasons behind the company’s appli- 
cation for increased rates were explained 
at length by Mr. Gosdin, who is division 
general manager of the telephone company 
for the state of Arkansas. Mr. Gosdin 
was questioned at length by D. L. Pur- 
kins, attorney, who went over with him, 
item by item, a revenue and expense state- 
ment filed with the council by the company. 
This listed in detail the various income and 
outg6 received and paid by the telephone 
company in the conduct of its business. 
Notes Striking Improvement in 

Utilities Relations. 

Indicating the striking improvement in 
relations between public utilities under the 
jurisdiction of the California Railroad 
Commission, and their consumers, the num- 
ber of informal or consumer complaints 
reached the lowest level since the World 
War period, during the fiscal year ending 
June 30, 1928. 

The total number of informal complaints 
involving rates, service and other utility 
relations, except disputed bills, was 2,601 
The number of disputed bills adjusted by 


the commission was 317, involving a total 
of $47,430.91. This is also the lowest num- 
ber of any fiscal year, with one exception 
(1923-24) since the World War. 

There has been a steady decrease in the 
number of informal complaints, not involv- 
ing deposits, year by year since the peak 
was reached in the fiscal period of 1923-24, 
when there were 6,315 complaints of this 
nature. From 1921 to 1925 the informal 
complaints maintained a high level, due 
largely to the complete reconstruction of 
the Los Angeles telephone system with its 
resultant interference with and 
also the tremendous development of all sec- 
tions of the state, with unprecedented de- 
mands upon public utilities for service. 

As in most other years, the telephone and 
telegraph companies had the largest num- 
ber of informal complaints. There were 
544 of these, involving principally installa- 
tions and bills for service. Steam railroads 
were next highest with 483 complaints re- 
lating mostly to refunds; and the water 
companies were third with 436 complaints. 
These were chiefiy relating to bills, service 
and installations. In only 317 instances, 
however, did the patron find it necessary 
to take advantage of the law under which 
the amount of a disputed bill is deposited 
with the commission pending adjudication 
of the bill. 

It is principally through these inform:! 
complaints that the commission is able to 
into direct contact with the grea’ 
body of patrons of public utilities, and to 


service, 


come 
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The modern torch 
outfit for linemen 


The Prest-O-Lite Lineman’s 
Outfit is rapidly replacing ail 
other equipment for the in- 
stallation and maintenance of 
overhead lines. It does faster 
and better work. No spot is 
inaccessible to the controlled 
flame. 


There is a Prest-O-Lite Torch for 
every soldering or heating purpose. 
Telephone companies everywhere 
use Prest-O-Lite equipment for field 
installation and repair work and in 
the shop as well. Most of the larger 
utilities have standardized on Prest- 
O.Lite. 


Ask the Prest-O-Lite Gas distrib- 
utor about this equipment or write 
us direct for complete information. 


THE PREST-O-LITE COMPANY, INC. 
Unit of Union Carbide and Carbon Corporation 


UCC 


NewYork Indianapolis Chicago San Francisco 


In Canada: Prest-O-Lite Company 
of Canada, Ltd., Toronto, Ontario 
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most of the complainants it is a source of 
pleasurable surprise that the commission 
exercises such a jurisdiction in their he- 
half. 

Through the medium of informal com- 
plaints many matters that otherwise would 
have entailed the delay and expense of 
formal proceedings have been adjusted to 
the complete satisfaction of complainants. 
In a number of cases, also, informal com- 
plaints developed into formal proceedings 
of widespread importance. Following is a 
list of the complaints involving disputed 
bills, in which the amount of the bill was 
deposited with the commission : 

Electric, 59 deposits, $38,655.53; gas, 48 
deposits, $2,143.09; gas and electric, 37 de- 
posits, $1,255.73; water, 113 deposits, $4,- 
152.26; 59 deposits, $1,200.44; 
steam, 1 deposit, $43.86; total, 317 deposits, 
$47,430.91, 


telephone, 


Small Exchange Closed with Serv- 
ice from Nearby Exchange. 

The Nebraska State Railway Commis- 
sion has authorized the Monroe Independ- 
ent Telephone Co. to discontinue service at 
its small exchange at Tarnov, and supply 
patrons with service from its Platte Center 
exchange. The commission finds that the 
best interests of the patrons will be served, 
since Tarnov is so small a place that future 
increase in earnings sufficient to justify its 
continuance is not possible. 

Manager H. C. Bratt says that it will be 
several months before the service is dis- 
It will be necessary to construct 
Tarnov, 


continued. 
a new line from Platte Center to 
a distance of six miles, and this will cost 
about $2,400. Little salvage is expected out 
of the discarded exchange as it has long 
been in use, being the original 
farmer exchanges of the old Monroe com- 


one of 


pany. 

Mr. Bratt says that improved service will 
be possible because of the better equipment 
available for use. He will start construc- 
tion on the new line as soon as he finishes 
a line from Columbus to Oconee for the 
Platte County company, which is also under 
his management. Mr. Bratt is also figuring 
on constructing another line from Colum- 
bus to the east county line to take care of 
additional business. 

Ohio Commission Gives Approval 
of Merger at Bluffton. 

Confirming the recent merger of two tel- 
ephone companies at Bluffton, Ohio, an 
order has been issued by the state utilities 
commission, authorizing the Bluffton 
Farmers Mutual Telephone Co. to sell all 
of its properties, rights and other assets 
to the Bluffton Telephone Co. The sale, 
it was said, is on the basis of a cash pay- 
ment of $702, plus $5 for each subscriber 
of the Mutual company. 

The Mutual company has approximately 
125 subscribers, thus the price paid by the 
Bluffton Telephone Co. will amount to 
about $1,325. 
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The Bluffton Telephone Co. with ap- 
preximately 800 subscribers will have 
about 925 subscribers when the merger is 
completed. 

Abe Wise, president of the Wise Invest- 
ment Co., of Lima, is president of the 
Bluffton Telephone Co. 

Hearings Resumed in Ohio Bell 
State-Wide Investigation. 

The hearings before the Ohio Public 
Utilities Commission on the rate making 
valuation case of the Ohio Bell Telephone 
Co., 


long 


were. résumed recently following a 


delay during the summer vacation 
period. 
R. Allensworth, of 


Columbus, employed by Attorney General 


Special Engineer H. 


Edward C. Turner to make an appraisal of 
the company’s property in Ohio submitted 
his figures which showed a replacement cost 
of $104,562,146. This is $53,000,000 be- 
low that made by the engineers of the 
Ohio Beli Telephone Co., which is $157,- 
031,584. 

Council for the telephone company con- 
tended that Mr. Allensworth failed to 
make any appraisal of the going concern 
valuation which 
at $20,718,996. 
that Mr. Allensworth’s compilation of labor 


company engineers place 


The company also contends 


costs is entirely too low. 
The Ohio Utilities 
has been wrestling with the Ohio Bell in- 


Public Commission 
vestigation for several years and a large 
spent in the 
It is believed that 
soon will take the matter 
under advisement and make a decision as to 
the rate-making valuation of the Bell prop- 
erties. 


amount of money has been 
hearings and appraisals. 


the commission 


Files Formal Objection to 
Portland, Ore., Franchise. 

Objections of the Pacific Telephone & 
Telegraph Co. to the telephone franchise 
tor Portland, Ore., proposed by the city 
council were formally filed on August 2 
with the city auditor, for presentation to 
the council. 

The company, through its attorneys, 
Carey & Kerr, John F. Logan and Omar 
C. Spencer, first declares that it cannot ac- 
cept the provisions of the proposed fran- 
chise because “we would violate the law 
of the state of Oregon in doing so. That 
we will not do. We could not do it if so 
inclined, because our action would not be 
valid.” The document then states: 

“Compliance to the terms would be 
ruinous to the business and the telephone 
service which for a half-century we have 
been developing in this community until 
today approximately 1,600 citizens of Port- 
land are engaged in rendering it. We will 


Bell 


not knowingly jeopardize the communica- 
tion service of the people of Portland, nor 
the welfare of the men and women of our 
organization who are devoting themselves 
tc this service.” 

The objection then proceeds in 13 type- 
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written pages, to set forth specific phases 

of the proposed franchise to which it can- 

not agree. 

Proposed Rate Schedule Suspended 
Pending Hearing On It. 

The Ohio Public Utilities Commission 
has issued an order suspending the pro- 
posed rates of the Northeast Ohio Tele- 
phone Co. which was to have become ef- 
fective Wednesday, August 1, in Jefferson 
and vicinity. The commission has set Sep- 
tember 20 as the date for hearing the mat- 
ter at Columbus. 

Complaints were filed by F. F. Rose of 
Wililamsfield, H. J. Redmond of Jefferson 
Arthur B. Mrs. 


Andover and 


Elizabeth C. Renner of Simons. 


Rose of 


Northeast 


Ohio Telephone Co. were to be given free 


The Jefferson patrons of the 


toll service between Jefferson and Andover 
and Williamsfield, the two other exchanges 
owned by the company in Ashtabula 
County. 

Northeast 
pany to establish central exchanges at Jef- 
ferson, Andover and Orwell hooking up 


It is proposed by the com- 


the network of smaller exchanges in _ the 

county. 

Orders Company to Extend Its 
Lines to Service Applicants. 

The Wisconsin Railroad Commission has 
issued an order directing the Pittsville Tel- 
ephone Co. to extend its lines and render 
telephone service to G. D. Smith and others 
in the town of Cary, Wood county. It is 
provided as a condition precedent to the 
effectiveness of this order that the appli- 
cants shall pay to Pittsville Telephone Co. 
the equivalent of one year’s rental at the 
existing rates, it being understood that such 
payment will not relieve the applicants from 
the payment of the full legal rate for the 
period covered, should a change in rates 
be authorized during that year. 

The commission received a complaint 
from Mr. Smith and 15 others, to the effect 
that the Pittsville company neglected and 
refused to extend telephone service to their 
premises in the town of Cary, Wood 
county. A hearing on motion of the com- 
mission was duly held at Pittsville on May 
22, 1928. 

The commission in its order finds that 
the applicants are entitled to telephone serv- 
ice from the Pittsville Telephone Co. at the 
lawful rural rates of that company and 
that the extension of service to them is 
reasonably necessary for adequate service 
in the town of Cary. 


Rates Increased ; Commission’s At- 
titude Regarding Service. 

The application of the Fountain City 
Telephone Co., Fountain City, Wis., for 
approval of an increased schedule of rates 
has been granted by the railroad commis- 
sion. The new net monthly rates are: In- 
dividual line, business, $2.50; party-line, 
business, $2.25; individual line, residence. 
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a 


Circle Joint 
Pliers 


‘TH= biggest stride forward ever made in the construc- 
tion of lineman pliers. A new and different type of 
joint, consisting of three sections, gives strength and 
rigidity that you can’t get in ordinary riveted joint pliers. 

The broad bearing surfaces of the three sections, 
joined by a special assembling operation, form a single 
unit of tremendous strength. No soft steel rivet to work 
loose. No weak point to “give” under stress of rough 
usage. 


This re-enforced construction gives Circle Joint Pliers 
the structural strength to withstand hard blows and twist- 
ing strains, in that way insuring long life. It also insures 
an easy riding joint. Lastly, Circle Joint Pliers don’t 
get out of adjustment—the cutters are held in true align- 
ment—permanently. 

Like all VACUUM GRIP Pliers, they are hammer- 
forged from electric furnace alloy tool steel, individually 
hardened in liquid heat process and electrically tempered 
thru and thru, NOT CASE-HARDENED. 








Greater Strength 


Greater 
Cutting Power 


Longer Life 


GUARANTEED to 
give 100% satisfactory 
service or purchase 










price refunded. Order Lineman 
a pair today. We pay Circle Joint 
parcel post. Pliers 
PURCHASING No. 457— 
AGENTS: Send for 7” $3.00 
samples for your men No 458— 


to use in running tests. By” $4.00 
Write for catalog Y-8 


showing over 40 pat- 


j YOUR NAME 

terns and sizes for all ETCHED 

jobs. FREE ON 
HANDLE 
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Northern CED AR POLES Western 


Bell Lumber Company, Minneapolis, Minn. 


Large stocks at our Minnesota Transfer yard 


Butt Treating Guaranteed Grades 
Bell’s PENTRATE, Guaranteed Half Inch or Full Sapwood Treatment 


Bell Ships Quicker 
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TELEPHONY PUBLISHING CORP., 608 So. Dearbornst., Chicago 





Worthy of One’s Hire— 


If a man is to succeed in the 
business world today he must be 
“worthy of his hire.” 

So it is with books. They also 


| TELEPHONY | must give the reader his money’s 


INCLUDING worth. 


| AUTOMATIC j; | , In offering “rolephony, Jaces- 
hake i ng Automatic Switching,” for sale, 
SWITCHING its publishers have arranged an 
SMITH} excellent collection of helpful in- 


formation and data fully illus- 
trated and up-to-date for the 
telephone man. 

TELEPHONY, including AUTO- 
MATIC SWITCHING, is written 
by Arthur Bessey Smith, E. E. 
Automatic switching is certainly 
being rapidly adopted, and the 
construction of every switch, re- 
lay and contractor in the whole 
tange of automatic devices is 
clearly presentable. 

Pocket size, bound in Leather- 
ette,. Gold Stamping, 500 pages. 
s illustrations and Wiring Dia- 
grams. Price $2.50. 
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GUY STRAIN INSULATORS 


COOK A. T. & T STANDARD 
All Sizes carried in stock. Samples on 
Request. Consult us before buying elsewhere. 


Cook Porcelain Insulator Corporation 
Cambridge, Ohio 
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URRENT carrying capacity of 
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Galvaniz ed sistance for different sizes and grades 


Products of telephone wire have been adopted. 
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ance to thus insure the trade a wire of 


Telephone and highest electrical conductivity. Crapo 
Telegraph Wire Galvanizing guarantees long life and 


low maintenance. 
o) 
LO Representative Supply Jobbers are prepared 


to fill your requirements for Crapo Galvan- 
Steel Strand ized Wire and Strand on instant notice. 


Indiana Steel and Wire Company 
Muncie, Indiana, U. S. A. 
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$1.75; party-line, residence, $1.50. The 
present rules of the company regarding 
discounts and billing are continued in ef- 
fect, together with the present rates for 
incidental and miscellaneous service. The 
new schedule is effective September 1. 

The 1927 report of the Fountain City 
Telephone Co. shows a book value of $10,- 
410.92 with a total of 283 subscribers 
served. The report shows that local lines 
are of the common return type, and that 
of the rural lines, 14 are grounded and two 
are metallic. 

In 1927 the total operating revenues were 
$5,711.13, and total operating expenses, in- 
cluding $728.25 for depreciation, were $5,- 
209.50, leaving a gross income of $501.63 
which is somewhat less than 5 per cent of 
the book value of the property. The com- 
mission did not make a study of the prop- 
erty for the purpose of determining with 
any accuracy what the annual provision for 
depreciation should be. From a superficial 
examination, however, it appears to the 
commission that the amount set aside for 
depreciation is somewhat in excess of the 
actual requirement and that the gross in- 
come, instead of being $501.63, was prob- 
ably somewhere between $600 and $700. 

The expenses in 1927 were not excessive. 
The total increase which would result from 
the application of the proposed schedule 
amounts to $171 per year against which 
must be offset increased expenses of about 


$96 per year, so that the increase in the 
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amount available for return would be about 
$75 per year. This, the commission states, 
would not result in the company’s earning 
an excessive or unreasonable return. 

“Some indication of dissatisfaction with 
service was apparent at the hearing,” says 
the commission, “although the complaint 
was rather indefinite. It appears, however, 
that the management has not been as 
prompt as it should have been in some 
cases in installing telephones and in taking 
care of difficulties. 

“The commission wishes to make it clear 
that no excuse can be sufficient for failure 
to make installation of telephones promptly, 
and for failure to take care promptly of 
moves and changes required by customers. 
The management will be expected and re- 
quired to take care of such matters, as well 
as to routine service matters, with prompt- 
ness and dispatch and any complaints 
which come to the commission indicating 
that this requirement is not being fulfilled 
will be vigorously dealt with.” 

The Fountain City company has for 
many years maintained two telephones in 
the court house at Alma—a distance of 
some 18 miles from Fountain City. For 
some time past the line has been in poor 
repair and there has been delay in putting 
it in condition. Toll service is available be- 
tween Fountain City and Alma over lines 
of the Wisconsin Telephone Co. 

It appears to the commission that to 
maintain the two telephones in the court 
house at Alma will require an unreason- 
able expenditure on behalf of the Foun- 
tain City Telephone Co., and necessarily in 
the long run a burden either upon the com- 
pany or upon its other subscribers. ‘There 
appears to be no sound reason,” it says, 
“why the requirements of the Fountain 
City-Alma service cannot be taken care of 
over long distance lines, and we recommend 
that the company and the county board ar- 
range for the discontinuance of this ser- 
vice in the court house at Alma.” 


Summary cf Commission Rulings 
and Schedule of Hearings. 
ALABAMA, 

September 4: Hearing on application 
oi Walter Dakin to purchase the proper- 
ties of the Tri-City Telephone Co. in 
Samson and Geneva. It is understood that 
Mr. Dakin is acting for George M. For- 

man & Co., of Chicago, Iil. 
CALIFORNIA, 

August 13: Nevada, California & Ore- 
gon Telegraph & Telephone Co. applied for 
permission to sell its properties to the Pub- 
lic Utilities California Corp. The latter 
applied for the necessary authority to issue 
$375,000 of its common capital stock in 
payment for the properties and to take 
over and operate them. The seller is en- 
gaged in public utility operations in Plumas, 
Tehama, Shasta, Lassen and Modoc coun- 
ties in California, Lake county, Oregon and 
Washoe county, Nevada. 

August 15: Sunland Rural Telephone 
Co. authorized to use $2,026.62 for the pro- 
ceeds derived from the sale of stock to 
reimburse its treasury and to finance con- 
struction expenditures. 
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August 17: Pacitic Telephone & Tele- 
graph Co. filed application for authority 
to establish an exchange at Woodside, San 
Mateo county, and to place into effect rates 
for exchange, intra-exchange and telegraph 
service thereat. The application sets forth 
that the rapid growth of this community 
has created a demand for 24-hour a day 
exchange service in place of the present 
rural service, and it is to meet this demand 
that the Pacific company proposes to es- 
tablish this new exchange. 

August 17: Pacific Telephone & Tele- 
graph Co. requested authority to open an 
exchange at San Ysidro, San _ Diego 
county, approximately 14 miles south of 
the city of San Diego. This district is now 
served from the company’s Chula Vista ex- 
change. 

August 17: Pacific Telephone & Te'e- 
graph Co. requested authority to purchase 
from E. A. Stainton the San Martin Rural 
Telephone Co., operating in the town of 
San Martin and vicinity, Santa Clara 
county, for the sum of $800. 

INDIANA. 

August 10: Order issued granting in 

part the rate increases sought by Decatur 


County Telephone Co., of Greensburg. 
KANSAS. 
July 28: Application granted of Alton 


T. Roberts for permission to sell his tele- 
phone plant and property at Westphalia, 
to the Kansas Telephone Co. 

July 28: Application granted of the 
Kansas Telephone Co. for a certificate of 
convenience and authority to transact a 
business of a telephone utility at West- 
phalia. 

July 28: Application granted of A. E. 
Prettyman and C. J. Ray, for permission 
to sell their plant and property at Arling- 
ton to the Western Telephone Corp. 

July 28: Application granted of the 
Western Telephone Corp. for a certificate 
of convenience and authority to transact a 
business of a telephone utility at Arling- 
ton. 

July 28: Application granted of the 
Kansas Telephone Co. for a certificate of 
convenience and authority to transact 4 
business of a telephone utility at Edwards- 
ville and Piper. 

August 10: Application granted of the 
Western Telephone Co. to sell its telephone 
plant and property at Kiowa to the West- 
ern Telephone Corp. 

August 10: Application granted of the 
Western Telephone Corp. for a certificate 
of convenience and authority to transact 
a business of a telephone utilitv at Kiowa. 

September 7: Hearing at Hillsboro on 
application of the Central Kansas Tele- 
phone Co. for permission to change its 
rates for service at Hillsboro. 

September 10: Hearing at Topeka on 
application of the Western Telephone Corp. 
to sell its telephone plant and property at 
Ellis, to the Ellis Telephone Co. 

September 10: Hearing at Topeka, on 
application of the Nickerson Telephone 
Co. to sell its plant and property to the 
Western Telephone Corp. 

September 10: Hearing at Topeka on 
application of the Western Telephone Corp. 
for a certificate of convenience and au- 
thority to transact a business of a telephone 
utility at Nickerson. 

September 10: Hearing at Topeka on 
application of the Ellis Telephone Co. ior 
a certificate of convenience and authority 
to transact a business of a telephone utility 
at Ellis. 

September 14: Hearing at Abilene © 
application of the United Telephone Co. i: 
permission to make certain changes in 1ts 
rates for service at Abilene. 

September 21: Hearing at Lindsborg on 
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. : 3 ===) kK | , 
application of the United Telephone Co. for ESCA A Baad Asa mem aie hata Asavasacbvasasase 
permission to make certain changes in its s ——$——$———— ———— ier 
rates for service at Lindsborg. , . 
September 25: Hearing at Oskaloosa on | D: 
application of the American Telephone Co. : . | b 
for permission to make certain changes in : Warsi 0s 
rates for service at Oskaloosa. _ Ke 
September 27: Hearing at Goff on ap- : B. 
plication of the American Telephone Co. 4 D. 
jor permission to make certain changes in || ( t N d N b. 
its rates for service at Goff. “al rea er ee OW iS 
MICHIGAN. E Ra 
August 7: Permission granted the Con- f I t ie 
don Industries, of Chicago, Ill, to merge ‘ or mpro V el } lel ) rr i 
their telephone holdings in the state into b 
one company to be known as the Wolver- z Ip. 
ine Telephone Co. Exchanges in Almont, 2 : ; | Ke 
Brown City, Cass City, Imlay City, North HIS is the day and age of improvement. Particu- | ee 
Branch and Williamston are included. Two : larly is the need for improvements felt in the tele- ie 
oye bese ee and Milford, ff phone industry, where new mechanical features have ss 
” ae made old methods out of the question. The develop- re 
Missourl. E f the United T Cc SS 
August 15: Nine orders issued in which | ment of the Unite rust Company has been closely RS 
the commission authorized the Citizens’ 3 associated with the growth of the telephone industry. °= 
Fublic Service Co. of Missouri to purchase =| By We have, as organizers and operative agents and in our (bz 
= oo ee ees S eee more than thirty years of work in refinancing, been e. 
-1l0 re, 21ISV P. yr I 7 ? ! = 5 
vending Pleasant Green, Clifton” City, confronted with every problem of management and es 
Hurdland, Locust Hill, Mendon, Sullivan, 2 reorganization. The value of this experience is yours. 2s 
McKane, Bland, Owensville and Novelty. oz 
Total consideration paid for these proper- 2 = 
ties is $142,750. 4 PUBLIC UTILITIES DEPARTMEN 
NEBRASKA. | aed I 


August 17: In the matter of the com- z _ - - 
piaint of the Chicago, St. Paul, Minneap- TRUST COMPAN Y 
olis & Omaha Railroad against the Cole- =. 
ridge Independent Telephone Co.; railroad 
alleged that the telephone company had im- 
properly constructed wire leads under its 
tracks; dismissed, proper construction 
having been built. 

August 18: In the matter of the appli- 
cation of the Madrid & Elsie Telephone 
Co. for an increase in rates; supplemental 
order issued making new rate schedule au- 
thorized effective September 1, 1928, along 
with validation of switching rate of 75 
cents a month. 

August 18: Application filed by Hil- 
dreth Telephone Co. for authority to pub- 
lish a rate fixing an additional 25 cents a 
month for desk sets and also to publish a 
gross and net rule with a 25 per cent added 
rate for failure to pay within regular dis- 
count periods. 
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OHI0. 
August 7: Order issued authorizing the 
Bluffton Farmers Mutual Telephone Co. to 


e 
sell all of its properties, rights and other Telephone Firms 


assets to the Bluffton Telephone Co. 


September 20: Hearing in Columbus on Now Standardize 


proposed rate schedule of Northeast Ohio 


Telephone Co. for Jefferson, Andover and 
Williamsfield. On Sturdy 


OKLAHOMA. 


_August 20: Hearing on protest by Reduces 
Claude McAllister on the action of the Upkeep 
Vinson Telephone Co. building a toll line 


trom Mangum to Vinson. ——. 


OREGON. 
August 8: Petition disesisced of the BLOW TORCHES Speeds Up 








patrons of the Farmers’ National Tele- Work 
phone Co. of Bend. The petition charged Of brazed steel construction throughout. Its pat- 
ee service on the part of the tele- ented burner is self-cleaning, hotter by several ae 
phone corporation. . " . cee 
I - hundred degrees, and so protected that continu —— 
— : = a al ous operation is assured in the coldest windy Safety 
August 8: <A proposed increase of tele- ‘ ’ : 
phone rates for Lebanon and Honaker, by weather, making this torch particularly fine for 
the Chesapeake & Potomac Telephone Co. use in exposed locations. Sturdy, reliable, safe— 
suspended until September 6. September 4 try a DREADNAUGHT No. 41 on your hardest Operates 
Was set as the date to hear evidence on the work. It will be a revelation. in Any 
Propriety of the proposed new schedules. Weather 


Henry Carter Stuart, of Elk Gardens, is 

representing objectors to the new rates. R 
; Wisconsin, P. Wall Mfg. Supply Co., 3126 Preble Ave., N. S., Pittsburgh, Pa. 
August 14: Application of the Fountain SINCE 1864 

City Telephone Co. for increased rates 

granted. 
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Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 


ing to Construction, Rebuilding, or Changes in Their 


New Telephone Companies and 
New Incorporations. 

Dover, Det.—The Southwest Utilities 
Corp. has been incorporated under the Del- 
aware laws to own and operate telegraph 
and telephone lines. It has a capitaliza- 
tion of $500,000, of 25,000 shares common 
stock. No address is given. The Corpora- 
tion Trust Co. of Wilmington, Del. is the 
legal agent of the company in Delaware. 

Dover, Det.—The Southwestern States 
Telephone Co. has been incorporated for 
$2,000,000, with 25,000 shares of common 
stock. No address is given. The Corpora- 
tion Trust Co., Wilmington, Del., is cor- 
respondent. 

Franchises. 

Eicin, IowA—One hundred and _ sixty 
votes were cast in the recent franchise elec- 
tion and 147 of these were in favor of 
granting a franchise to the Northwestern 
Bell Telephone Co. 

THIRBEDAUX, La.—At the August monthly 
meeting of the police jury of Lafourche 
parish an ordinance was adopted which 
grants to J. C. Bertrand, a citizen of St. 
Mary parish, a franchise to establish a 
telephone system over the highways of 
Lafourche parish. 

Elections. 

Eriz, Pa.—A. A. Culbertson, president 

of the Mutual Telephone Co., was re- 


The 
Handyman— 
Pole Pusher 


N°? digging around the 

leaning pole—no back 
straining— only one man 
required. A real saver of 
time, labor and strength. 

» . Straightens leaning 

Gt poles, takes slack out 
of wires on corners, 
. moves pole through 
trench on reset- 
ting, holds pole 
straight while 
pulling. Light enough 
for one man to carry 
and operate. Write for 
folder and 


Prices. 


Harrah 
Manufacturing 


Company 
Dept. T, Bloomfield, Ind. 
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eiected to that office at a meeting of the 
board of directors early this month. 

Other officers elected were: J. C. Spen- 
cer, vice-president; A. W. Hayes, secre- 
tary and treasurer; Charles H. English, 
counsel for the company, and H. M. Engh, 
general manager. All were named for a 
term of one year. 


Construction. 

CARLINVILLE, ILt.—The Central Illinois 
Telephone Co. has nearly completed its 
$30,000 of improvements at Gillespie and 
Benld. District Manager W. E. Brown 
of this city stated the improvement con- 
sists of a cable at Gillespie and a semi- 
automatic exchange at Benld. 

MarTINSVILLE, INp.—The Martinsville 
Telephone Co. has completed and placed in 
operation a seven-mile rural line from this 
city to Wilbur to care for farm residents 
on the Wilbur road who have been de- 
prived of telephone service for some time. 
The completion of the line gives the farm- 
ers at intermediate points telephone service 
for the first time since the Dilley exchange 
was discontinued several months ago. 

Irwin, lowa—E. H. Ames of Irwin, 
manager of the Farmers’ Mutual Telephone 
Co. announces that the company will make 
improvements on local lines, also a large 
part of the Harlan system will be rebuilt, 
in the near future. 

Wyominc, Iowa—The Wyoming Mutual 
Telephone Co. has finished rebuilding of 
three of its principal toll lines and claims 
now to be not only one of the largest mu- 
tual companies in the state but one of the 
best equipped as well. The system operates 
30 farm lines and several toll systems with 
200 stockholders. Subscribers have con- 
nections to every adjoining town and free 
exchange with several. 

A year ago the company purchased a new 
office on South Main street and has com- 
pletely remodeled this for exchange pur- 
poses, with reception room, switch and rack 
room, work and repair shop, storeroom and 
garage. The lines serve 450 subscribers. 
Last year income was $9,310.81 and ex- 
penses $9,281.48. 

CHEROKEE, OxLa.—A branch telephone 
line is being constructed through Alfalfa 
county by the Empire Oil & Gas Co. The 
line is more than 30 miles in length and will 
connect the company’s proposed booster 
pump station to be located at Corwin, 
Kans., with the main offices at Bartlesville. 
The line is a part of the control system 
being built in conjunction with the gas line 
which the Empire company is laying from 
its fields near Pampa, Texas, to Kansas 
City. 

LANCASTER, Wis.—At a recent meeting 
of the directors of the Farmers’ Telephone 
Co. of Beetown and a business men’s com- 
mittee, the telephone officials expressed 
themselves as willing to install a common 
battery system in place of the present ring- 
down system, providing the patrons of the 
company would stand the increase in rates 
necessary to finance the improvement. The 
cost of installing a new switchboard and 
metallicizing all circuits would be $25,000. 

Pressure on the company’s traffic sy stem 
has increased to the breaking point since 
the absorption of 100 Bell subscribers. 

Rice Lake, Wis.—The Barron County 
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Plants and Systems 


Telephone Co. contemplates erecting a two- 
story brick building at Rice Lake, in the 
near future, to house its rapidly-growing 
business and equipment. 

The new building is to be located across 
the street from its present office on a lot 
purchased by the company some time ago. 
Engineers and architects are now working 
on the plans and specifications, and as soon 
as all these details are worked out, building 
operations will be started. 

; Horsman is the manager of the 
Barron County Telephone Co. It is largely 
through his conservative management that 
the affairs of the company have prospered 
and that it has today one of the best and 
most successfully operated Independent 
plants in the state. 

Miscellaneous. 

HuntTsvILtE, ArK—The Madison 
County Telephone Co., which operates here, 
has been sold to T. D. Parker. Plans are 
under way for erecting new lines and 
putting new posts in on the old lines, ex- 
tending the system to the east and west 
ends of the county. 

Quitman, Ga.—The Quitman Telephone 
Co., chartered 32 years ago with a capital 
stock of $1,500, was sold early this month 
to the George M. Forman & Co. of 
Chicago, IIll., for something over $100,000. 

This includes the stock of the Quitman 
company and that of the Adel Telephone 
Co., which was owned by the Quitman 
company. The stock consisted of 30 shares 
oi $50 each and was owned by S. S. Roun- 
tree, J. B. Rountree, W. A. Walker, Mrs. 
Herbert Stubbs and W. R. Hunter. 

The directors elected by the new owners 


POSITIONS WANTED 


WANTED by experienced telephone 
man, small telephone exchange in Iowa 
suitable for one man and his family 
to operate. Have $3,000 to $3,500 to 
apply on purchase price. Pay balance 
on monthly payment plan. Address 


7287, care of TELEPHONY. 


WANTED—Position as plant man 
and engineer by technical man 12 years’ 
experience. Now employed. Prefer 
Ohio, Indiana, Michigan. Address 7282, 
care of TELEPHONY. 


POSITION WANTED — Competent 
all-’round telephone man with years of 
experience in operating and managing 
telephone exchanges, desires to re- 
locate and would like to connect with 
good company needing the services of 
a manager or wire chief. Address 72%, 
care of TELEPHONY. 


WANTED TO BUY 


WANTED TO BUY—Will pay cash 
for exchange with at least 250 subscrib- 
ers; prefer Missouri, Kansas or Okla- 
homa, but would consider a good ex- 
change or group of exchanges else- 
where. What have you? Give descrip- 
tion, price and full details in answering. 
Address Post Office Box 1434, St. Louis) 
Missouri. 
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Rates 8 cents per word, payable in advance. Minimum charge $1.50 for 18 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you 3U 
to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


of our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 


“Rebuilt” Equipment Department 


Premier Eleririr Lompany 
Chicago, II. 


“REBUILT” when connected with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Kellogg No. 28 desk set complete with 
new Cabinet Rebuilt 3-bar 1000-1600 
or 2500 ohm signal set with inside 
line and cord connections @ $10.00— 
Pee. Ee. akisvececskde wadee wenden ebaene 

Western No. 20 desk set with 
Ww. Trans. & Rec. complete 
with new cabinet, rebuilt 3-bar 1000- 
1600 or 2500 ohm signal set with in- 
side line and 
$10.00—4-bar @ 

Western Elec. No. 


cord connections @ 


$ 20 desk set with 
W. E. Trans. & Rec. and complete 
with 3-bar 1000 ohm exposed post 
WE Oe OP eet ecceesnneawssuseucias 
Stromberg Carlson No. 992 3-bar 1000 
or 1600 ohm Bdg. desk sets ee 
Stromberg Carlson No. 992 4-bar 1000 
or 1600 ohm Bdg. desk sets @...... 
Gray 3-slot wall or desk ty pe pay sta- 
See ere neers 
Reliable Elec. -3 or 5 amp. wood fuses 
for Cook No. 7 arresters, per 100 @ 
Kellogg No. 2696 type 3-bar 1000 or 1600 
ohm Bdg. compacts @ $7.75—4-bar 
American Elec. No. 36 4-bar 1000 or 
1600 ohm Bdg. compacts with Kellogg 
PO. Me Sa sivwsadceswed ved dé 6.25 


Write for Our Bulletin 
ELECTRIC EQUIPMENT co. 
‘ot Inc. 


z 


11.00 


9.50 
9.50 
10.50 
5.75 
3.50 
8.50 


REBUILT 


1940 W. 21st St., Chicago 








HELP WANTED 


W ANTED—Telephone executive with 
experience in all branches of the tele- 
Phone industry. Capable of taking 
charge of a group of telephone proper- 
ties recently acquired. This is an ex- 
cellent opportunity for the man with 
the | proper qualifications. Give full par- 
ticu| ars in your first letter. Address 
728), care of TELEPHONY. 

Vi 
Sixt 
and 








ANTED—Ist class cable splicer for 
or ninety days. Give reference 
wages desired. Lafayette Tele- 
Phone Company, Lafayette, Indiana. 








: POSITION WANTED 


(See page 42) 








Kellogg No. 17A Repeat- 
ing Coils 


Kellogg No. 2800 type 3- 


bar compacts 


Model No. 6 Calculagraphs, 
type A. B. or C., care- 
fully rebuilt and fully 


guaranteed at 


Electrical Instrument Repair Co. 


1721 West Adams St. Chicago, Il. 

















SAVE 
FIFTY PERCENT 


NEW Cook A-7 five am- 
pere fuses (each)........ $ .05 
In lots of 500 (each)..... 


KELLOGG 18-A_ RE- 
PEATING COILS.. 7 


Stromberg-Carlson  induc- 
tion coils, No. 11-A 35c, 
No. 14-A 45c, and No. 
Sn ska ubaeiesssaenecaas 


Stromberg-Carlson 1000- 
ohm self-contained ring- 
ers 


25 


75 
25 


BUCKEYE TELEPHONE 


and SUPPLY CO. 
30 W. Spruce Street 
COLUMBUS OHIO 


Monarch 100 ohm drop coils 
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WANTED 


Get your Telephone Repair 
Work done at the old reliable 
Telephone Repair Shop. 
SUTTLE EQUIPMENT CO., 
Lawrenceville, Illinois. 











TELEPHONES and Telephone Apparatus o 
All Makes Repaired. 
Used Equipment Purchasedand Exchanged. 
THE TELEPHONE REPAIR SHOP 
6966 Ravenswood Ave., Chicago, Ill. 


FOR SALE 


DROP WIRE 


75 tons, slightly used, for sale. $25 
per ton; also other miscellaneous used 
telephone material. 


WM. M. MILLER 
2553 W. Madison St.,Chicage Telephone Seeley 6065 


























FOR SALE—Type H Wireless Cable 
Testers, $18.50 complete with exploring 
coil and receiver, new, guaranteed. Why 
pay more? Electric Specialty Company, 
Box 645, Cedar Rapids, lowa. 





FOR SALE—Or will trade for small 
telephone exchange, a restaurant and 
ice cream parlor. Good business, good 
location. Priced right. Address 7274, 
care of TELEPHONY. 





FOR SALE—One used Kellogg 
Switchboard. Standard Common Battery, 
with 50 lines equipped, 4 pairs of cords 
—wired for 5 trunks—in excellent con- 
dition. Sacrifice for $100.00. Address 
Wilms Electric Co., 549 W. Washington 
Blvd., Chicago, IIl. 





FOR SALE—Have = several 
telephone exchanges listed; some larger 
ones, won't list but will sell. Priced 
right. Guy Smelser, Bokchito, Okla. 


small 





FOR SALE—Telephone system for 


sale; two exchanges and toll lines with 


stock of electrical goods, Western 
Texas. Address 7283, care of TELE- 
PHONY. 





FOR, SALE—Magneto exchange of 
400 stations, New York State, gross 
revenue about $13,000 per year. Ad- 
dress 7286, care of TELEPHONY. 





FOR SALE—200 L. B. 
Phones at $1.00 each. 250 Dean Desk 
Stands with Bell Boxes at $1.50 each. 
Packing & Crating expense on buyer. 
Address Denver & Ephrata Tel. & Tel. 
Co., C. E. Eaby, Mgr., Ephrata, ‘Pa. 


FOR SALE—W. E. No. 22C -_ Red 
Ball Drops and Jacks, $7.50 per five. 
Guaranteed satisfactory. G. W. Beach, 
Box 146, Cedar Rapids, Iowa. 


Dean Wall 
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Valuation—Sapervision—Plant—Inductive Interference 
Expert Administrative Counsel for Utilities 


JAY G. MITCHELL 
TELEPHONE ENGINEER 
Member A. I. E. E. 
Member W. S. E. 


1411 South Park Ave. Springfield, Il. 








Frank F. Fowle & Co. 
Electrical and Mechanical 
ENGINEERS 


Monadnock Building CHICAGO 








SPOONER & MERRILL, Inc. 


CONSULTING ENGINEERS 
Specialists in Public Utilities 
Telephone — Electric —Gas—Water—Railway 
Valuation—Examinations— Engineering 


111 W. Monroe St. Chicago, Illinois 








CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 
1107 White Building 
SEATTLE - WASHINGTON 








During recent years 
I have been privileged 
to appraise Telephone 
Exchanges all over 
the United States. 
The list totals 663. 
Would you like to 
avail yourself of my 
services? 

903-4 Lemcke Building 


pike HN St 


TELEPHONE 


— 6 
x = — a 










ENDIANAPOLIS 








CONSULTING TELEPHONE ENGINEERS 
W. C. POLK J. W. WOPAT 


Plans, Estimates and Reports, 
Appraisal and Supervision 


Can arrange a moderate amount of financing 


406 West 34th St. Kansas City, Me. 








W. H. CRUMB 


Telephone Engineer 
9 South Clinton St. Chicago 








Analyst, Accountant, 
Consultant 


To Independent Telephone Com- 
panies interested in getting a 
fair and equitable division of 
toll revenue. 


Your inquiries will be 
given prompt attention. 


ERNEST J. MENDEL 
P. O. Box 128 Fort Smith, Ark. 








TELEPHONY 


are H. F.-Busch, Walter Dakin, Robert T. 
Chambers, A. G. Peterson, P. L. Morrison, 
Harry H. Phillips, Sidney K. Schiff, An- 
drew J. Dallstream, Louis H. Hardin, all 
non-resident. Ross J. McCoy is financial 
director of the Forman company. The com- 
pany has had an option on the local prop- 
erty for over a month and has had a force 
of people here training operators and pre- 
paring in other particulars to take over the 
property. 

Incidental with the sale of the Quitman 
company the statement is made that the For- 
man company has recently bought 28 tele- 
phone companies in Georgia, Alabama, 
Florida and South Carolina. Quitman is 
making an effort to have the headquarters 
of the company located here. It is under- 
stood the new owners will make consider- 
able improvements. 

Lewiston, IpAHo—Announcement of the 
purchase of the Stites & Kooskia Tele- 
phone Co., of Stites, by the Pacific Tele- 
phone & Telegraph Co. has been made here. 
The line has had 20 years of service. Since 
seven years ago it has been operated by 
W. H. Pearl. 

A. R. Johnson, Lewiston division man- 
ager; R. F. McGeisten, Seattle, and Mr. 
Pearl concluded negotiations on August 4. 


Gatva, Itt.—The Standard Telephone 
Co. of Stark county has purchased the ma- 
jority stock in the Stark County Telephone 
Co., completing negotiations for the pur- 
chase under an option held several months. 
Paul C. Dodge & Co., Chicago, obtained 
the option and transferred its title to the 
Standard Telephone Co. R. P. Dexter, 
Galva, was president; F. H. House, Galva, 
vice-president; A. B. Hoff, Wyoming, sec- 
retary, and A. J. Walters, Wyoming, treas- 
urer, of the Stark county system. 

BERNIE, Mo.—The Hayseed Telephone 
Line has been sold by J. W. Whitacre to 
the Inter River Telephone Co. for a con- 
sideration of $7,500. 

ARLINGTON, NEBrR.—The Arlington Tele- 
phone Co., owned and operated by stock- 
holders living in and near Arlington, has 
been sold to E. C. Hunt of Blair. Nego- 
tiations for the sale have been pending for 
a year, as a majority of the stock had been 
put in the hands of a trustee for sale. 

PUNXSUTAWNEY, Pa.—At midnight, July 
31, all of the telephone lines in Punxsu- 
tawney were merged under the Bell system. 

Watonca, Oxta—The United Tele- 
phone Co. having lines throughout the 
county, has moved its main office here from 
Yale and has plans for an extensive re- 
building and remodeling program. Local 
buildings and lines at Geary, Okeene, Cus- 
ter City, Thomas, Greenfield and the Wa- 
tonga lines are being rebuilt, an entirely 
new toll line has been installed between 
Watonga and Geary and plans are made for 
building a group of residences to care for 
employes. 

CLINTONVILLE, Wuis.—The Tri-County 
Telephone Co., has been sold by Harry E. 
Brooks to the W. N. Albertson Co. of 
Omaha, Nebr. The Tri-County Telephone 
Co. maintains exchanges at Aniwa, Birnam- 
wood and Mattoon and it also served the 


communities of Ringle, Hogarty and Pholkx. - 


The Tri-County Telephone Co. was pur- 
chased in August, 1925, by Mr. Brooks 
from Floyd Peterson. 
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We will sell your 


Telephone Directory 


ADVERTISING 


or will publish your directory complete 


L.M. BERRY & CO. "onic" 








ACCOUNTING! 


Specialization on Public Utility Account- 
ing Records and Audits enables us to 
best serve Telephone Companies. 


HERDRICH AND BOGGS 
Certified Public Accountants 
1014 Merchants Bank Bldg., Indianapolis, Ind 











NAUGLE POLES 


Northern and Western Cedar 


PD itigetece teat me ae Ta) 


NAUGLE POLE & TIE CO, 


59 Fast Madison St., Chicago 








GUSTAV HIRSCH 


Consulting Engineer 


In all branches of Telephone Engineering, 
Race Cases, Appraisals, Financial 
Investigations, Inspections 
and Reports 


COLUMBUS - OHIO 








CEDAR POLES 


Northern & Western 
J. J. SEGUIN COMPANY, Limited 


Seguin Building, 421 St. Paul St. 
QUEBEC, CANADA 











KEARNEY | 

Certified Malleable |) 

Screw Type 
Anchors 


14 Sizes 
ST. LOUIS, MO: 





Main Office 





Universal Insulators 


vill support your drop wires to 
your entire satisfaction and at 
2 minimum cost. Are you 4 
user? Sample free on request 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 

















J. G. WRAY & CO. 
Telephone Engineers 
Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 
J. G. Wray, Fellow A. I. E. E& 
Cyrus G. Hill 


2130 Bankers Bldg., Chicago 








KEARNEY | 


, Solderless | 
| Service | 
Connectors 


For Telephone Service Taps 
Hi} Main Office - - ST. LOUIS, MO. | 


ACCOUNTING FORMS 
BINDERS and SER VICE 


Coffey System & Audit Co. 


Certified-Telephone Accountants 
607-613 Peoples Bank Bldg. Indianapolis, Ind 








Do you always mention TELEPHONY?—Thank you. 








